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These are the fellows who 


prove the longer wear ot 
PN fo] Tay - 


TRADE MARK. REG 


Children aren’t half as hard on shoes when the shoes 
have Avonite Soles. And the children, their parents and you all gain when 
you put Avonite Soles on your children’s shoes. Avonite Soles are water- 
proof, can’t shrink or crack. They provide the firm, flat, non-skidding, evenly 
wearing foundation that is best for growing feet. Avonite Soles keep shoes 
and feet dry, wear so long that they often outlast shoe uppers, eliminate re- 
soling. They're also non-marking. All this saves parents money and worry. 
And because Avonite Soles perform so well, your brand name registers 
favorably, and repeat sales follow as a matter of course. Be sure your shoes 
have this Solemark of Quality. ADVERTISED IN 

AVON SOLE COMPANY, Avon, Massachusetts 


For forty-three years specialists in fine sole materials 
Makers of the famous AVON DU-FLEX, CUSH-N-CREPE and DU-FLEX AVONITE Soles 


noton all shoes...just the best ones 


ere approved tor the 





NATIONALLY ADVERTISED 


'B. F Goodrich 


SHOE PRODUCTS 


New B. F. Goodrich a mrend heels 


GIVE YOU THESE 4 ADVANTAGES 


OW you can save time and material — cut costs on your next run Another example of the 
N “ r» . , eee many quality shoe products 
of “loafers” by using the new core heel specially designed by made by B. F. Goodrich 

B. F. Goodrich for “loafer” application. This heel — for use on new shoes. For 
ee = complete catalog or special 
@ Eliminates heel bases © Guarantees tight heel seat BP i IE lit ay 


@ Stops nail shooting @ Finishes faster, looks better B. F. Goodrich Company, 
Akron, Ohto. 
These special “loafer” heels are made in men’s sizes 26, 28, 30, 32, 34 


and 36 in both black and brown. 
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Letters to L & S 





Rubber-Soled Footwear 
Sirs: 


In your issue of July 11 you carried 
an article, “Molding In Rubber-Soled 
Footwear,” prepared by the British 
Boot, Shoe and Allied Trades Associa- 
tion. In it was a mention of “Nova” 
and other people who have either 
copied Ro-Search machinery or have 
gotten hold of Ro-Search machinery 
by other ways and means. For instance, 
“Nova” was authorized by us years 
ago to build our machinery. 


We made the first molded footwear 
in production in 1931 in our German 
factories (Rollman & Mayer, A. G.). 
This was with leather upper and can- 
vas upper, having a sole of plain non- 
cellular rubber, in which a non- 
vulcanized compound in a single 5- 
minute operation was shaped to the 
sole and at the same time vulcanized 
to the upper. From 1932 on, our 
Romika A. G. in Germany had a daily 
output of more than 10,000 pairs of 
shoes with sponge rubber soles, in 
which the unvulcanized sponge rub- 
ber mix in a single 10-minute opera- 
tion, performed in aluminum molds, 
was blown to the shape of the sole, 
and at the same time, without cement, 
vulcanized to the leather or canvas 
upper. 

Pirelli, Ltd., England, has been af- 
filiated since 1932 with Ro-Search. 
For many years it was the only manu- 
facturer of sponge rubber-soled foot- 
wear in England, and today is still 
producing four times more footwear 
than its nearest competitor. 


In the U. S. a subsidiary of Ro- 
Search is making more than 6,500 
pairs daily with sponge rubber soles, 
and General Shoe Corp., also licensed 
by Ro-Search, has a plant with a daily 
capacity of over 10,000 pairs. 

H. W. Rollman 
President 


Ro-Search, Inc. 
Waynesville, N. C. 
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Coming Events 





Sept. 6-11, 1953—Annual Meeting, Inter 
national Union of Leather Chemists Soci- 
eties. Barcelona, Spain. 


October 11-14, 1953 — Canadian Shoe 
& Leather Convention and Shoe Fair. Spon- 
sored by shoe manufacturers, shoe sup- 
pliers and tanners. Mount Royal Hotel, 
Montreal. 


Oct. 21, 1953—Annual Fall Meeting, Na- 
tional Hide Association. Edgewater Beach 
Hotel, Chicago, IIl. 


October 22-23, 1953—Annual Fall Meet- 
ing of Tanners’ Council of America, Edge- 
water Beach Hotel, Chicago. 


October 24, 1953—National Conference 
of Independent Shoe Retailers. Sheraton 
Hotel, Chicago, Il. 


Oct. 26-29, 1953—National Shoe Fair, 
sponsored jointly by National Shoe Manu- 
facturers Association and National Shoe 
Retailers Association at the Palmer House 
and other Chicago hotels. 


Nov. 29-Dec. 3, 1953—Popular Price Shoe 
Show of America showing of footwear for 
Spring and Summer 1954. Sponsored by 
National Association of Shoe Chain Stores 
and New England Shoe and Leather Asso- 
ciation. Hotels New Yorker and McAlpin, 
New York City. 


Feb. 14-16, 1954—Factory Management 
Conference. Sponsored by National Shoe 
Manufacturers Association. Netherlands 
Plaza Hotel, Cincinnati, O. 


March 1-2, 1954—Showing of American 
Leathers for Fall and Winter 1954. Spon- 
sored by Tanners’ Council of America. 
Waldorf-Astoria, New York City. 


Oct. 28-30, 1954—Annual Fall Meeting 
of Tanners’ Council of America. Edge- 
water Beach Hotel, Chicago. 
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Shoe clerks often mistake 


GUN METAL fr calf 


Shoe clerks handle leather personally every day. They 
know what their customers regard as high quality. An un- 
biased research organization showed five unmarked 
swatches of leather to 100 shoe sales people. 

They picked Lawrence GUN METAL as the best quality 
side leather, in their opinion. One calfskin swatch was in- 
cluded in the samples, and GUN METAL was the leather most 
often mistaken for calf! 

Does this give you a hunch? Yes — there’s a competi- 
tive advantage for you in GUN METAL. And you, too, will 


admire its suppleness, feel and appearance. See why it is the 
leather most often mistaken for calf. Write for free swatches 
or see a typical side. A. C. Lawrence Leather Company. A 
Division of Swift & Company (Inc.), Peabody, Mass. 


LAWRENCE LEATHER 
It’s naturally better 
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Wren the shoe industry sees its 
‘production increasing year after 
year it gets a gratifying feeling. It 
tends to assume that all branches of 
the industry are each contributing 
to the expanded output. But when it 
takes a hard second look it’s brought 
up short by the figures and facts 
which reveal a long-term stagnancy 
in men’s, boys’ and youths’ shoe out- 
put. 

If the industry is to eliminate this 
“drag” on the progressive pace of its 
production, it had better set its guns 
on these sluggish branches. 

Today, the men’s branch of the 
industry accounts for only 22 per- 
cent of the total civilian shoe output 
—though adult males account for 36 
percent of the total population. Back 
in the early twenties, nearly 32 per- 
cent of all the street shoes produced 
were for men—pretty close to match- 
ing the 35 percent of the population 
which was comprised of adult males. 

Back in the early Twenties most 
men wore a pair of high shoes in the 
winter, a pair of low in the warmer 
weather -—— and perhaps a pair of 
“sport” shoes for summer wear. 
Today a single pair of dress oxfords 
will carry a man pretty much through 
the year. 


Per Capita Decline 


A look at the figures is more im- 
pressive. In the five-year period, 
1922-26, men’s per capita shoe con- 
sumption was 2.37 pairs. By the 
1935-40 period it had dropped to 
2.13..-In the 1946-50 period it had 
fallen to 1.93. Today it’s about 1.70. 
Therefore, there has been a steady 
decline in men’s per capita shoe con- 
sumption over the past 30 years. 

This is hardly a new story to the 
industry—and certainly not to the 
men’s branch of the industry. They’ve 
been conscious of it all along. But 
consciousness of the fact obviously 


6 


**As the twig is bent, so grows the tree’’—it applies 


aptly to men’s shoe business. It starts with the 


young because 


Irs A MATTER OF TRAINING 


hasn’t been able to alter the fact. It 
isn’t a matter of apathy. 

But the problem appears to have 
deeper roots which all the vigor 
hasn’t yet succeeded in reaching and 
nurturing. And until those roots are 
reached, we can expect to see a con- 
tinuation of the decline in men’s per 
capita shoe output. 


Heart of Problem 


Now, everyone is familiar with the 
old saw, “As the twig is bent, so 
grows the tree.” This, we believe, 
strikes at the heart of the men’s shoe 
problem. 

A good share of the problem, as 
we see it, starts with the boys’ and 
youths’ group. They are brought up 
with a distinct lack of shoe-conscious- 
ness that spills right over into adult- 
hood where the same lack of shoe- 
consciousness prevails. But again, 
let the figures show this more graph- 
ically. 

Back in the period 1922-28, per 
capita production of boys’ and 
youths’ shoes was 1.87. In the 1935- 
41 period it was 1.34 pairs. In the 
1946-52 period it was 1.39. But in 
the 1948-52 period it was 1.30. A 
condition of per capita shoe decline 
—or at best a static condition. The 
interesting thing is that there is a 
close parallel between the progress 
of the men’s and the boys’ and 
youths’ groups. 

Thus the degree of “shoe-consci- 
ousness” of youth determines in 
large degree the shoe-consciousness 
of adulthood. 

To give more emphatic support to 
this thesis, let’s take a look at the 
women’s shoe field and the misses’ 
and children’s groups. 

There has been a steady growth 
in women’s per capita shoe consump- 
tion. Back in the 1921-25 period 
women’s shoes accounted for only 
30.7 percent of the total production. 
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Today it’s around 52 percent, an in- 
crease of two-thirds. 

As to women’s per capita shoe out- 
put, let’s compare three seven-year 
periods. The first, 1922-28, showed a 
per capita output of 2.98 pairs for 
women. In the 1935-41 period it 
rose to 3.43 pairs. And in the 1946- 
52 period it was 3.98 pairs. Thus a 
steady rise. 

Now, a comparison with misses’ 
and children’s shoes—most of which 
are “forerunners” of the women’s 
field. In the 1922-28 period, per 
capita consumption was 3.31 pairs; 
in the 1935-41 period it was 3.25. 
Then came the leap in the 1946-52 
period—to 4.71 pairs, an all-time 
high in per capita consumption for 
any branch of the industry. 

Thus two important things are 
revealed. There has been a remark- 
able parallel in per capita shoe con- 
sumption growth in the women’s, 
misses’ and children’s field, and a 
like parallel in the men’s, boys’ and 
youths’ field. The former has been 
progressive, while the latter has been 
retrogressive or at best static. 


Inspiration to Buy 


It’s the oldest selling story in the 
world: Nobody buys unless inspired 
or motivated to buy. Anyone will 
note that the misses’ and women’s 
shoe branches are rich with a con- 
stant turnover of fresh ideas, while 
by comparison the boys’ and men’s 
branches fail to make maximum use 
of their potential of ideas. 

It is not a case of the male being 
“conservative by nature.” Rather, it’s 
more a case of his being “conserva- 
tive by training.” Education of the 
male, starting with the young, might 
prove a potent selling weapon for the 
male end of shoe business. 


Reprints at nominal costs: Up to 100, 10c 
each; 200-500, 5c each; 1000-3000, 2%c each; 
5000 or over, 1‘$c each. 
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Now Change 
Machines 
ln Minutes... 


NO MORE 


» «moving table, stand 
or motor 


«- changing electrical 
wirings 











INSTEAD 


@ Number of tables is reduced to a minimum 


@ Machine heads are mounted on uniform bases 
which slip in and out of Insert Table in minutes 


@ None of the auxiliary equipment is disturbed 
@ You reduce down time formerly required for changes 
@ Machines can be repaired as convenient 


Ask about SINGER™ Insert Tables at your nearest SINGER Shop ---and placed in Insert 


for the Manufacturing Trade. 


Table. 


SINGER SEWING MACHINE COMPANY. 


Manufacturing Trade Department ¢ Branches In All Principal Cities 


Coppright U.S.A. 1968, by THE SINGER MANUFACTURING COMPANY. A!! Rights Reserved For A)! Countries. *A Trademark of THE SINGER MANUFACTURING COMPANY 





U. S. Hipes— 


Is Japan Re-Exporting Them to the Soviet? 


AST April, many in the leather 

and shoe industry experienced a 
distinct shock. For the first time in 
recent years, the Office of Interna- 
tional Trade made a public report 
on U. S. hide and skin exports. In 
its report, OIT admitted that the 
nation had not only become an ex- 
amie rather than importer of hides 
ut revealed that by far the great 
majority of our export hides were 
being shipped to Japan—hitherto an 
ineonsequential buyer of U. S. hides. 

The news did not come as a shock 
to most of the country’s hide and 
skin brokers and exporters. A good 
many of these had been actively sell- 
ing rawstock to Japanese buyers for 
a year or over. When the Japanese 
Government in 1952 earmarked an 
unprecedented amount (for that 
country) of exchange credits for 
purchase of U. S. hides, these brokers 
rushed in for export licenses. OIT 
granted them freely. 


Shock to Most 


But for most other segments of the 
industry, the news came as a sur- 
prise. Few tanners or shoe manufac- 
turers had realized the extent to 
which the nation’s hides were being 
gobbled up by the Japanese. 

For example, OIT’s breakdown 
showed that of a total 383,278 wet 
cattlehides exported in the fourth 
quarter 1952, 282,976 went to Japan. 
Nearest competitor was Israel with 
only 32,950 hides. With the excep- 
tion of the Netherlands and Yugo- 
slavia, all other countries received 
less than 7,000 hides apiece. 

Of 113,667 calfskins exported in 


A leading Japanese tanner answers some 
of the questions that have been bothering 
U. S. government experts for two years. 
Here are the reasons why Japan has be- 
come the world’s leading importer of U. S. 


hides. 


the fourth quarter, Japan took 61,- 
939 pieces. Similarly, of 222,274 
wet kipskins, Japan received licenses 
for 190,454 pieces. And of 3,268,- 
721 pounds of cattlehide parts, the 
Japanese received 1,467,128 pounds, 
almost a million pounds over its 
nearest competitor. 

Queried about licensing policies, 
OIT officials said they were freely 
licensing hides and skins for export 
provided exporters could answer in 
the negative to two questions: 1. 
Were the hides and skins destined 
for Iron Curtain countries and, 2. 
Would they be trans-shipped to 
Iron Curtain countries? 

Government officials said that hide 
exports were proceeding at a record 
rate. One official in charge of licens- 
ing said fourth quarter licenses 
granted exceeded any previous quar- 
ter at least since the start of controls. 

Because cattle population on Jan. 
1 of this year was estimated at a 
record 94 million and a record kill 
—well above the 18,600,000 of 1952 
—approaching 21 million head was 
predicted, industry executives saw 
small reason to worry about hide 
supplies for domestic consumption. 
The more discerning, however, won- 
dered loudly why Japan, historically 
a small consumer of U. S. rawstock, 
had suddenly become our biggest 
customer. : 

OIT officials talked vaguely of 
launching an investigation to trace 
final destinations of these hides—as 
did one or two Senate Committees— 
but nothing ever came of it. Instead, 
hide exporters here continued to 
have a field day, competing actively 
for Japanese business. Several be- 
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came so zealous that OIT suspended 
their export licenses for periods 
ranging from 30-60 days for what 
was loosely described as “wilfully 
exceeding their quotas.” 


No Surplus 


The obstinate refusal of hide prices 
to drop as they should this spring 
and summer caused tanners and 
leather buyers to revise their com- 
placency over the supply situation. 
Investigation revealed that despite 
the record cattle population and kill, 
there was far from an overabundance 
of good hides. In fact, they were 
considered limited enough to hold 
hide prices at unseasonably high 
levels. 

OIT reports on exports in the first 
and second quarters of 1953 did not 
serve to allay the situation. In the 
first three months of this year, Japan 
received 241,551 of 338,156 wet cat- 
tlehides licensed. Of 89,330 wet calf- 
skins licensed, Japan took 42,580 or 
almost half. It took almost all kip- 
skins or 148,287 of 156,210 licensed. 
And it purchased 1,053,375 pounds 
of cattlehide parts, second this time 
to Greece’s 1,358,700 pounds, but 
far ahead of other importers. 

The Japanese monopoly of U. S. 
hide exports continued into the sec- 
ond quarter although Japanese im- 
porters actually received less hides 
and skins than they had in the two 
previous quarters. Of 322,065 wet 
cattlehides exported by the U. S., 
163,263 were tagged for Japan. Like- 
wise, 65,035 of wet calfskins and 


(Continued on Page 37) 
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Easy as Rolling off a Log... 


There are ways of increasing efficiency without 
building a new plant. 

Take the LIXATE Process for making brine 
automatically, for instance. 

A simple installation cuts handling and labor 
costs, delivers pure, constant, 100%-saturated 
brine to any point in your plant at the twist of a 


wrist. You use economical rock salt—and gravity THE INTERNATIONAL 


does all the work — automatically, instantly. 


The LIXATE Process is adaptable to your SALT COM PANY, INC. 


particular requirements. Write, and our INDUSTRIAL DIVISION, Scranton, Pa. 
representative will show you how. 





oer ; SALES OFFICES 

No cost, no obligation. Atlanta,Ga. ¢ Chicago, Ill. © New Orleans, La. 

Boston, Mass. ¢ St. Louis,Mo. « Newark,N. J. 

Buffalo, N.Y. © New York,N.Y. © Cincinnati, O. 

Cleveland,O. « Philadelphia, Pa. « Pittsburgh, Pa. 
Richmond, Va. 


ENGINEERING OFFICES 
Atlanta,Ga. « Chicago,Ill «+ Buffalo. N. Y. 
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GEARING For SHOE Business AHEAD + 


Toughening competition demands a fresh approach by shoe business 


ly my judgment the two factors 
which will determine the successful 
operation of our businesses in the 
months ahead are (1) The building 
of a highly alert and efficient sales 
organization, and (2) The controll- 
ing of costs in order to successfully 
meet competition. 

Now I’ve never been a believer in 
so-called high pressure salesmanship 
—it really isn’t salesmanship—it is 
hypnotism and when the buyer awak- 
ens he realizes that he did something 
foolish while he was under the 
“spell.” Genuine salesmanship is in- 
formative, cooperative and construc- 
tive. 

The retailers’ problems and those 
of the manufacturer are identical. 
Lower manufacturing costs must be- 
gin with the product. Many manu- 
facturers have a very low direct labor 
cost but it is dissipated by the multi- 
plicity of styles which slow up pro- 
duction and increase the indirect 
costs of manufacture. The smart 
sales will help guide the buyer in the 
purchase of a very few outstanding 
styles which his factory is equipped 
to make. You will do a favor for the 
buyer because his markdowns will 
be minimized. 

The greatest mistakes are made 
because of lack of confidence. Buy- 
ing too many styles in the hope that 
some will be good is merely buying 
odds and ends to start with. The 
retail sales-clerk should be trained 
to sell what you have. You cannot 
possibly afford to please the whim of 
every customer who walks into your 
store. You must stand for something 
and not try to be all things to all 
people. Your salespeople should be 
thoroughly schooled in your policy 
and be educated in the reasons why. 

Manufacturers’ representatives 


“Address before meeting of the National Shoe 
ee Assn., New York, Aug. 18, 


0 


By Herbert Lape, Jr. 


President, The Julian & Kokenge Company 


should understand production prob- 
lems so they can explain to retailers 
why certain changes in patterns are 
not possible. The shoe industry has 
lost thousands of skilled workers to 
other industries. Shoe retailers have 
lost vast numbers of shoe clerks. This 
is an indictment of our industry. We 
simply have not offered sufficient in- 
centive to these people to remain in 
the industry. As a consequence un- 
skilled shoe workers and inefficient 
salespeople are burdening our indus- 
try with terrific costs. 

Inflation has brought many prob- 
lems. In the course of a year we are 
called upon to analyze many retail 
financial statements and to diagnose 
the condition in which many retail- 
ers find themselves. The first place 
we look is the inventory. The age 
old tradition among shoe retailers to 
postpone markdowns until the semi- 
annual sales is taking its toll. Mark- 
downs should be taken every day if 
necessary. Don’t blame your sales- 
force if 50% or more of your stock 
is inactive. No matter how recent the 
style —if it isn’t selling freely, it 
should be marked down at once. 

Every morning buy shoes from 
yourself before you buy them from 
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any other resource! The investment 
in these odds and ends may be pre- 
venting you from keeping wanted 
shoes sized up. 

The retailer can increase the earn- 
ings of his salespeople substantially 
if he will review his inventory regu- 
larly and eliminate the large per- 
centage of inactive stock. 

These are matters that concern 
manufacturers very much and their 
salesmen must be trained to counsel 
with the retailer so that these ex- 
cessive costs can be eliminated. 

Once the manufacturer and the 
retailer realize the necessity for fewer 
styles, the cost of shoes will be re- 
duced. Labor will benefit by virtue 
of more efficient production and the 
industry will be in a better position 
to command a greater share of the 
consumer's dollar. 

This will not have the effect of 
discouraging designers, nor will it 
in any way hamper the presentation 
of fashion—so vital to our industry. 
On the contrary it will place a pre- 
mium on correct styling and proper 
timing. 

To the retailer [ recommend a 
closer study of hidden costs — to 
eliminate the waste resulting from 
too many lines and too many styles. 
Take markdowns on a day to day 
basis so that a greater percentage of 
our inventory will become active. 
Your sales force may be much better 
than you think. A_ high pressure 
salesman may sell your customer a 
shoe he or she doesn’t like—but it 
may come back the next day. 

To the manufacturer I should like 
to recommend a closer understanding 
of production problems by the de- 
signing department and the sales 
force. Anyone can make samples- 
mass production in all grades is vital 
to the survival of the industry. We 

(Concluded on Page 40) 
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Take advantage of today’s fast-acting adhesives 
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QUICK ADJUSTMENT for complete range of 
heel heights gives correct distribution of 
pressure on the entire shoe bottom. Simple 
handwheel adjustment for changes in 


sizes. 


NEW PAD BOXES take full runs of sizes and 
widths — can be angled to aid operator. 


POSITIVE TIME - PRESSURE CONTROL auto- 
matically assures adequate bonding period 
for each shoe. 


One of 36 New Machines In Five Years 











This high-production 2-station machine is an 
outstanding example of progress in the shoe 
industry. It’s the latest of many contributions 
to better cement shoemaking made by United 
in the course of 20 years. 

This sole attaching machine lets you utilize 
to the fullest, the latest in pressure sensitive 
and heat activated cements. It will 


The productive efficiency of this machine, 
like all United Machines, is constantly main- 
tained by trained servicemen and by regional 
inventories of replacement parts located in 
sixteen shoemaking districts. 

For further information call the nearest 


United Branch Office. 





produce the right bottom character, 
consistently and positively, on all shoes 
that come to the machine properly pre- 
pared. Maintenance costs are low and 
operator adjustments are quickly made. 





ae 
Uniteo SHoe Macuinery 


CoRPORATION 
BOSTON, MASSACHUSETTS 


LEATHER and SHOES 








COOPERATION WITHIN SHOE INDUSTRY* 


T ene are many divisions in the 
shoe industry, among them the tan- 
ner, the manufacturer and the re- 
tailer, and we all have important 
responsibilities, one to the other. 


Ii would be very difficult to estab- 
lish a clear dividing line. We do 
know this: Unless each and every 
factor is prosperous, unless it is 
strong, unless it is secure, there is no 
prosperity, there is no strength, there 
is no security for any of us. 


It makes no difference into which 
channel of endeavor we fall. Unless 
we can cooperate on the basis of clear 
understanding of the facts and prob- 
lems, and steadily progress, we shall 
fall back and harm ourselves rather 
than move forward and make our 


*Address delivered before National Shoe Manu- 
= Association, New York, August 18, 


by W. Otto Warn 


President, Warn & Warn, and 
National Shoe Retailers Association 


industry prosperous and useful to 
society. We must work together. 

The shoe manufacturer, more than 
anyone else, should be concerned to 
know that his distributors have a 
profitable operation. Retailers must 
remain economically sound and | 
feel sure most manufacturers have 
in mind a sense of responsibility to 
help make this possible. 

We must forget prewar policies 
and standards when considering the 
necessary mark-up to meet present- 
day operating costs. In order to 
bring about a sound financial condi- 
tion, manufacturers should give im- 
mediate consideration to a revision 
of their policies where retailers’ mar- 
gins are in any manner controlled. 
The need for more flexible mark-up 
and the difficulties retailers are ex- 
periencing with many shoe manufac- 


turers along these lines is heard on 
every hand and from all types and 
sizes of shoe retailers throughout the 
United States. Danger from within 
our own industry —this should be 
corrected. 


Another problem which is not new, 
by any means, yet of serious propor- 
tions is that of deliveries. Prompt 
deliveries are most important to every 
retailer, whether he be large or small. 
I cannot over-emphasize the impor- 
tance of this point as it affects us in 
the loss of sales and unnecessary 
mark-downs at the end of the season. 

Here again, we must have a clearer 
understanding between the retailer 
and the manufacturer. Here again, 
we must cooperate one with the 
other, and I think manufacturers will 


(Concluded on Page 40) 





THe RAw MATERIAL SITUATION 


by William A. Sheskey 


Economist, National Shoe Manufacturers Association 


Tue heavy cattle and calf slaughter 
for 1953 should provide adequate 
supplies of hides and skins to meet 
the needs of the shoe industry. The 
total slaughter of cattle and calves 
for 1953 is expected to reach 35 
million head. This will be the high- 
est slaughter on record. Federal- 
inspected slaughter of cattle for the 
first seven months of 1953 was 
9,448,000, as compared to 7,021,000 
for the same period of 1952, an in- 
crease of 34.5%. Federal-inspected 
calf slaughter for the first seven 
months of 1953 was 3,657,000, as 
compared to 2,730,000 for the same 
— in 1952, an increase of 33.6%. 

ederal-inspected sheep slaughter for 
the period January through July, 
1953, was 7,884,000, as compared to 
6,717,000 for the same period of 
1952, an increase of 16.8%. 
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A normal seasonal rise in slaugh- 
ter during the remainder of 1953 
could raise the total kill of cattle 
and calves above the estimated 35 
million. The U. S. Department of 
Agriculture, however, states that a 
large number of fed and grass cattle 
have been killed to date this year. 
Therefore, they do not expect the 
normal seasonal increase to be as 
great as usual. Consequently, cattle 
and calf slaughter should be approxi- 
mately 35 million head. This large 
slaughter in 1953 will increase the 
availability of hides and skins to be 
used in the making of leather and 
shoes. However, the availability of 
hides and skins is not as great as 
might be expected from the above 
heavy cattle slaughter, due to sub- 
stantial increases in exports and de- 
creases in imports of cattle hides. In 
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the first five months we had an export 
balance of 579,000 cattle hides, as 
compared to an import balance of 
276,000 cattle hides for the same 
period of 1952. It is expected that 
our net exports of cattle hides will be 
approximately 1 million to 144 mil- 
lion hides this year. It is estimated 
even with this net export balance 
there should be approximately 22 
million hides available for use in 1953 
as compared to 1914 million in 1952. 

Calf and kipskin availability in 
195% is expected to be greater than in 
1952. Calf slaughter in 1953 is ex- 
pected to reach 11,500,000 head, 
whereas calf slaughter in 1952 was 
approximately 9,500,000 heads. The 
import balance of calf and kipskins 
for the first five months of 1953 was 
at approximately the 1952 level. 


(Concluded on Page 40) 
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“C€elastic’* Box Toes 
- Give Lasting Comfort 


At work, at play and in the home — from the heaviest 


mens work shoes to women s high style footwear aia of the Boston Fire Department assigned to Rescue Com- 
“Celastic” box toes give the kind of toe comfort that pany Ne. 3, says: “| wore these shoes on duty ond off 
in all kinds of weather and never had a moment's dis- 


comfort from loose linings in the toe” 


Smooth Toe Linings — Mr. Charles Kenney, ao member 


leads to repeat sales. 

The bond made by “Celastic’” between doubler and 
lining forms a light yet extremely durable toe. “Celastic” 
gives shoes built-in wrinkle-free comfort in the toe area 
that the retailer and his customers can count on. Every 
shoe made with “Celastic” gains in style preservation and 


toe comfort at surprisingly little cost. 
UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS *''Celastic is a registered trade-mark of the Celastic Corporation 
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REPORT "NO WORRY" 
AT LEATHER SHOW 


“Best Position In Years,” 
Say Tanners 


Out of the semi-annual Leather 
Show held this week in New York 
comes this basic conclusion: leather 
business over the next half year wiil 
be “normal.” 

This broad term of “normal” is 
more specifically defined as mean- 
ing a tapering off from the high level 
of output and sales over the last year, 
yet not dipping to anything approach- 
ing slow ntl Tanners summed 
it up simply as follows: 

Shoe production over the past year 
has taken care of filling the sub- 
normal status of retail shoe inven- 
tories plus keeping pace with a 
healthy level of consumer buying. 
Thus the heavy rate of shoe output 
will taper to a production of around 
250 million pairs on a half-year basis 
(instead of the 266 million registered 
in the first half of 1953, and the 524 
million registered from June to June, 
1952 to 1953). This 250-million-pair 
rate of output is based on current 
replacement and consumer buying 
needs, both of which are expected to 
continue at a normal rate. 


No Pessimism 


As a result, leather production and 
sales will taper off to the same corre- 
sponding “normal” pace, feeding the 
leather needs for those 250 million 
pairs over the next half year. None 
of the many tanners interviewed saw 
any reason for pessimism in this 
outlook. 

Actual buying at the Show was 
reported “fair.” Chief reason for 
this was the two-week-earlier date of 
the Show, permitting leather buyers 
and stylemen and shoe manufactur- 
ers to take more time in their deci- 
sions rather than forced to on-the- 
spot buying for cutting needs. 

Prices were unchanged at the 
Show. Qualified opinion expressed 
a belief that there would be no spe- 
cial softening or rise in leather prices 
over the next few months. As usual 
around the opening of this Show 
there was the customary flurry in the 
hide market which are now largely 
ignored as a mere “gesture” tactic 
im while buyers are supposed 
to be in a purchasing mood. 

Tanners were found to be in a 
secure and confident position. The 
heavy leather demand over the past 
year—mixed by what some tanners 
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termed “the best leather profit year 
in a long, long time”—has given 


the tanning industry a solid financial , 


base which enables them to hold firm 
on prices for a while. Moreover, fin- 
ished leather inventories have been 
virtually non-existent among tanners. 
Thus: no surplus stocks to worry 
about, and money in the bank. Not 
since the end of World War II have 
tanners been in a better position. 

A number of tanners have cited an 
interesting sidelight regarding the 
outlook. The recent expansion of 
other leather-consuming markets, 
particularly leather fashion garments, 
may well serve to take up any slack 
that occurs in footwear production. 
This did not exist before. Leather 
rode almost wholly on the back of 
the shoe industry. But now, by in- 
creasing the other outlets for leather 
there will be a growing buffer against 
lull periods in the shoe market. This, 
combined with the fact that tanners 
in general have no surplus finished 
stocks of leather, intensifies the 
leather industry’s confidence in the 
outlook for business in the months 


ahead. 


Colonial To Discontinue 
Calfskin Division 


Colonial Tanning Co. will discon- 
tinue its Calfskin Division on Dec. 1, 
1953, according to an announcement 
this week by Kivie Kaplan, vice 
president and general manager of 
Colonial. 

Carl Ganter, head of the Calfskin 
Division, has resigned effective 
Dec. 1. 


Saxe-Glassman Workers 
End 6-Day Strike 


Employes of Saxe-Glassman Shoe 
Corp., Saco, Me., shoe manufacturer, 
returned to work last week after a 
6-day strike arising from a contract 
dispute. 

Two hundred and sixty workers, 


- who are seeking representation with 


United Shoe Workers of America, 
CIO, went on strike Aug. 6 after 
company officials refused to grant a 
wage increase, overtime pay rates 
and holiday vacation payments. 

The strike ended when company 
officials agreed to a contract calling 
for time and one-half pay for time 
over eight hours per day and on 
Saturday, checkoff of union dues and 
charter by United Shoe Workers. 

Wage increase and holiday pay 
demands will be decided in the near 
future by an impartial arbitrator. 
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SHOE UNIONS ASK 15c 
HIKE AT INTERNATIONAL 


Pension Plan Also Included 
In Contract Demands 


Early this summer, officials of the 
CIO United Shoe Workers of Amer- 
ica and AFL Boot and Shoe Workers 
Union, the nation’s two largest shoe 
unions, reported they had reached 
full accord on contract plans for the 
coming year. The test would come, 
they said, when new contract negotia- 
tions were opened in Aug. with Inter- 
national Shoe Co. and later with 
Brown Shoe Co. (See L&S, July 11 
issue.) 

True to their word, both unions 
have notified International that they 
are seeking identical terms on their 
new contracts. Terms include a 15 
cents hourly wage increase and a 
company-sponsored pension plan. 


United Front 

Both Russell Taylor, USWA presi- 
dent, and John J. Mara, BSWU head, 
told LEATHER AND SHOEs last July 
that the unions would present a united 
front in negotiations with Interna- 
tional and Brown. Although new 
contract demands had not been 
worked out at that time, Taylor and 
Mara said a pension plan would 
probably be included. 

CIO negotiations with Interna- 
tional are scheduled to begin in St. 
Louis on Sept. 14. The CIO contract, 
which expires Sept. 30, covers about 
16,000 International workers. 


The AFL will conduct its negotia- 
tions separately with International 
although there is a possibility that 
both unions will sit down jointly 
with Brown Shoe officials this fall. 
The AFL contract with International 
expires Oct. 31. 


CIO’s pension plan stipulates that 
International pay two and one-half 
cents per employe into a_ pension 
fund. Money will be held in escrow 
until a payment plan is agreed upon. 


Taylor reported that other CIO 
demands include a three weeks’ paid 
vacation for workers with 10 or 
more years of service (workers with 
five years or more currently receive 
two weeks), a_ seventh holiday 
(Armistice Day), minimum rate for 
new workers be increased from 75 
cents to 90 cents per hour after 90 
days, company-paid insurance bene- 
fits, and others. 
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GOOD TRAFFIC, MUCH SAMPLING 
ACTIVATE ALLIED SHOE SHOW 


The Allied Shoe Products Show 
proved to be, according to many ex- 
hibitors, one of “surprisingly high 
activity.” Customer traffic over the 
four-day show held this week at the 
Belmont-Plaza Hotel in New York 
was substantial in number and grati- 
fying in response. 

With some tapering off in shoe 
factory activity in recent weeks, many 
allied trades firms had figured on a 
“mild” show. For some it was. But 
for many others, perhaps the large 
majority, it proved to be a show of 
vigorous sampling and appreciable 
buying. 

Answer to the high activity should 
have been obvious. A large number 
of the products and services on dis- 
play at the Show were related closely 
to fashion and merchandising. As 
always, with any signs of decline in 
shoe production or sales there is a 
sharp stepping up of interest in such 
items. 


High Level of Sampling 


The “formula” was carried out in 
full at this Show. Buyers, stylemen, 
sales managers, etc., sought out the 
new and different—the fashion and 
merchandising ideas that could be 
incorporated in their spring-summer 
lines to invigorate shoe business. Ex- 
hibitors reported a high level of 
sampling. As to actual buying, this 
likewise was reported fairly active 
though not in any sense spectacular. 

A significant point regarding the 
actual buying was the timing of the 
Show. Like the Leather Show, the 
Allied Show was held a couple of 
weeks earlier than usual. This tended 
to remove the buying pressure on 
customers to meet production sched- 
ules. This explained the higher-than- 
usual level of sampling. It has given 
prospective buyers an opportunity to 
take a bit more time—one to several 
weeks — on buying decisions that 
might have been pushed up had the 
Show been held at a later date. Thus 
a substantial flurry of buying action 
may be expected in the next few 
weeks as a result of the sampling 
done at the Show. 

Attendance and traffic was excel- 
lent despite the mid-summer date of 
the Show. The weather, incidentally, 
was ideal, with neither humidity nor 
heat to impose discomforts. Exhibi- 
tors were somewhat surprised to see 
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the substantial traffic on Tuesday 
and Wednesday —the days of the 
Leather Show, which was expected 
to pull traffic away from the Allied 
Show. It didn’t. The explanation was 
simple. A different group of buyers 
—stylemen, sales managers, purchas- 
ing agents, etc., found their primary 
interest in the Allied Show, whereas 
the Leather Show was of primary 
interest to leather buyers. Naturally, 
visitors attended both shows. 

Dozens of new products were intro- 
duced at the Allied Show (see the 
August 29th issue for a complete re- 
port on these new products). Partic- 
ular emphasis on these were given to 
merchandising and styling features 
designed primarily to help increase 
shoe sales. 

Despite talk of tapering-off shoe 
production there was nothing resem- 
bling pessimism among allied prod- 
ucts exhibitors. Practically everyone 
feels that a substantial sales and out- 
put year will be chalked up, and that 
the industry will move into 1954 with 
healthy prospects. No serious price 
fluctuations were in view, and there 
were no reports of glutted inventories. 
As a result of this all-round stability, 
shoe supplies business, as with shoe 
business over-all, will have a period 
of “healthy normalcy” over the next 
six months, 


BROCKTON SHOE UNION 
HOLDS ELECTIONS 


Members of the Brotherhood of 
Shoe and Allied Craftsmen, Brock- 
ton independent shoe union, were 
scheduled to cast their votes on Fri- 
day, Aug. 21, for election of a union 
president and other officers. 

This year’s election is unusual in 
that two candidates have been nomi- 
nated for the presidency. One is 
Earle F. Snow, incumbent president. 
The other is John F. Jankowski, cut- 
sole price expert and head of the 
BSAC’s Cutsole Local. 

Snow has served as president for 
the past four years. The BSAC num- 
bers some 6,000 members employed 
mostly in Brockton and area plants. 

Ray Lynch is unopposed for 
secretary-treasurer. Vying for the 
vice presidency are Warner Holbrook 
and Vincent Lynch. 
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RUBBER FIRMS SIGN 
PRICE AGREEMENT 


Will Not Discriminate In 
Findings Sales 


Four of the nation’s top rubber 
and rubber products maufacturers 
have signed consent settlements agree- 
ing not to discriminate in price in 
the sale of rubber soles, heels and 
other products used in shoe repairing, 
according to the Federal Trade Com- 
mission. 

Companies signing separate con- 
sent agreements were American Bilt- 
rite Rubber Co., Inc. of Chelsea, 
Mass.; The B. F. Goodrich Co., New 
York; Goodyear Tire and Rubber 
Co., Inc., Akron, O.; and O'Sullivan 
Rubber Co. of Winchester, Va. 

All four specifically agreed in sep- 
arate settlements not to discriminate 
in price, directly or indirectly, be- 
tween different purchasers (1) by 
selling products of like grade and 
quality to any purchaser at prices 
lower than those granted other pur- 
chasers who compete with the favored 
purchasers in resale or distribution 
of the products, and (2) by selling, 
in competititon with others, such 
products of like grade and quality to 
any purchaser at prices lower than 
to any other purchaser, 

The term “price” covers discounts, 
rebates, or allowances, volume or 
otherwise, and other conditions and 
terms of sale. 

In signing the consent settlements, 
respondents refrained from admitting 
or denying that they have engaged in 
any of the acts or practices stated in 
the complaint against them as being 
in violation of the law. 


TEXTRON TO RESELL 
BURKART SHOE ASSETS 


The shoe division of F. Burkart 
Mfg. Co., recently purchased along 
with Burkart’s other assets by Tex- 
tron, Inc., of Providence, R. I., will 
be resold to George F. Bryant, ex- 
ecutive vice president and general 
manager of the division. 

Harry J. Burkart, president of 
Burkart, said the company’s com- 
plete shoe assets, including two plants 
at Portland, Me., and Higginsville, 
Mo., will be taken over by Bryant 
shortly after Sept. 30 when Textron 
is scheduled to take over Burkart. 

Bryant will remain with Burkart 
until the transfer and will then set 
up temporary quarters in Burkart 
offices in St. Louis. Current person- 
nel will be retained, it is reported. 
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RECORD SALES FOR 
MINNESOTA MINING 


A new company sales record — 
$106,234,119—for the first six months 
of 1953, 20 percent higher than last 
year’s corresponding period, has been 
reported by Minnesota Mining & 
Mfg. Co. of St. Paul, Minn. Sales in 
the first half of 1952 were $88,074,- 
407. 

At the same time, the company 
reported sales during the three months 
ending June 30 totaled $55,171,997, 
the largest quarterly sales volume in 


3M history. Second quarter sales last 
year were $44,100,954. 

Net income before taxes for the 
first half amounted to $26,606,111 
compared with $20,000,720 for the 
same period a year ago. First half 
profits after taxes and preferred stock 
dividends rose from $7,287,400 in 
1952 to $8,862,021 this year. Earn- 
ings per share for the six months were 
$1.09 compared with $.91 for the 
period last year. 

The company makes a variety of 
products, including coated abrasives, 
synthetic rubber, adhesives, coating 
and chemicals. 





COMPARATIVE LEATHER PRODUCTION FIGURES 





CATTLEHIDE LEATHERS 
Belting, Harness 
Mechani- Sad- 


Total 
Cattle 


Hides _ Sole 


7833 
7032 
9080 
10432 
8290 
8420 
8525 
$510 
8924 
8016 
6384 
6127 
5414 
5150 


472 
472 
463 


Upper 
12124 
11582 
15600 
15598 
13073 
13002 
14567 
14057 
15529 
14213 
13753 
15377 
14054 
14508 

1343 

1224 

1244 

1330 

1316 


1178 


2123 
1995 
2020 
2133 480 
2117 486 
1996 500 


(In 1,000 hides) 


Bag 
Case, 
cal dlery Strap 
531 477 387 
675 $24 382 
1064 $50 581 
1213 637 936 
1292 632 800 
1439 613 629 
1324 556 $72 
1158 510 827 
1134 440 813 
1004 270 760 
759 227 674 
789 218 813 
984 284 673 
618 232 692 


64 23 66 
65 22 63 
63 24 63 
70 24 67 
64 20 70 
62 19 74 


*Data from 1942 forward not directly comparable with previous data. 








CALF, KIP, GOAT, KID, SHEEP AND LAMB LEATHERS 


(In 1,000 hides) 








t 


Total 


Sheep, 
Lamb 


Goat, 
Kid 


40419 
37697 
45373 
41127 
37351 
34653 
24026 
24123 
37188 
37970 
34774 
37159 
31111 
30472 


2802 
2719 
3172 
2979 
2992 
3123 


Sheep Leathers 
Gleve, 
Gar- 
ment 


18420 
17725 
22542 
19459 
20415 
20370 
17294 
15781 
11265 
10419 
8411 
9750 


Shear- 
lings 
2563 
3322 
$779 
9596 
11210 
6690 
6508 
9923 
$409 
4993 
4498 
$322 
3074 
3558 


254 
296 
246 


Shoe 


11604 
9966 
14166 
149853 
15474 
15040 
17153 
13349 
12498 
11392 
9998 
10708 
7108 8548 
10142 9144 


743 787 
883 715 
872 707 
1007 740 268 
1147 777 304 
1140 704 272 
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WIMMER GUEST SPEAKER 
AT RETAILERS’ LUNCH 


Panel Sessions To Draw 


Large Crowd 


Edward Wimmer, vice president 
and public relations director of the 
National Federation of Independent 
Business, Inc., will be guest speaker 
during the luncheon session of the 
first National Conference of Inde- 
pendent Shoe Retailers to be held 
Saturday, Oct. 24 at the Sheraton 
Hotel, Chicago. 

The meeting, which has attracted 
widespread interest from the shoe in- 
dustry at large, will be the first of 
its kind at which the nation’s leading 
independent shoe retailers will get 
together to discuss mutual problems. 
Sam Sullivan, well-known Laredo, 
Tex., shoe merchant, is 1953 Confer- 
ence chairman. 

A trade columnist, author, lecturer 
and radio commentator of national 
repute, Wimmer has been one of the 
leading champions of independent 
business and individual ownership. 
He will speak on the subject, “It’s 
Now Or Never, Mr. Independent Shoe 
Retailer.” 

During the morning session of the 
one-day conference, “Selling Facts 
For Retailers” will be presented in 
special talks by Ruth Kerr Fries, 
fashion director for the Tanners’ 
Council’s Calf Division; Roy W. Rice 
of Ruthrauff & Ryan Advertising, 
Inc.; Irving Glass, executive vice 
president of the Tanners’ Council; 
and Walter Kraus, director of Leather 
Industries of America. 

Both sessions will be headed by a 
panel of men and women represent- 
ing all retail phases of the U. S. shoe 
industry. An open panel and round- 
table discussion is scheduled for the 
afternoon session in addition to the 
forum. 


U. S. Leather Votes Final 
Dividend 


Directors of United States Leather 
Co., New York, have voted a final 
liquidating distribution of $1.50 per 
share and one share of Keta Gas & 
Oil Corp. stock for each share out- 
standing. 

The company, which has liquidated 
its entire sole leather interests, paid 
an initial dividend of $10 per share 
in Jan. 1952 and a second dividend 
of $1.00 per share in Dec. of last 
year. 

Stock certificates must be _pre- 
sented at the Bank of the Manhattan, 
New York. 
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JONES URGES 
MORE COOPERATION 


Cites Many Opportunities In 
Today’s Market 


The combined tanning, shoe manu- 
facturing and distributive industries 
require “the economic statesmanship 
of cooperation” in order to serve 
well the consuming public, according 
to Charles H. Jones, Jr., president of 
the National Shoe Manufacturers 
Association. 

In his welcome address before the 
Association’s membership breakfast 
held Tuesday morning, Aug. 18, at 
the Waldorf-Astoria in New York 
City, Jones cited the opportunities 
and problems of the leather and shoe 
industry. 

“According to the latest census, 
there are now 160 million consumers 
in the United States,” Jones said. 
“There are 17,000 independent retail 
shoe and department stores, and 
approximately 5,500 chain shoe stores 
buying shoes for that consuming 
public. There are approximately 900 
shoe manufacturers in the United 
States and the whole leather and shoe 
industry represents annual sales on a 
dollar exchange basis in excess of 
$6 billion.” 

He cited the Leather Industries of 
America and tanners’ programs along 
with the shoe manufacturers’ co- 
operation with retailers through the 
National Shoe Institute and “The 
New in Shoes” as examples of co- 
operation and economic statesman- 
ship. 

Jones reported that Leather Indus- 
tries of America expects to spend 
$600,000 this year to reach the public 
through films, exhibits and advertis- 
ing. “Both here and at the National 
Shoe Fair in Chicago the Leather In- 
dustries of America will cooperate 
with manufacturers and distributors 
to show how the dramatic story of 
beautiful, useful leather can be put 
across to consumers, resulting in 
more pairs, more dollars, more con- 
sumer satisfaction, and we hope a 
reasonable profit for the business it 


NEW MINIMUM WAGES 
FOR PUERTO RICO 


New minimum wage rates ranging 
from 32-65 cents an hour for the 
leather, leather goods and _ related 
products industry in Puerto Rico 
were announced this week by Wm. 
R. McComb, Administrator of the 
Labor Department’s Wage and Hour 
and Public Contracts Divisions. The 
order is effective Sept. 14. 
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The new hourly rates will be 65 
cents for the hide curing division of 
the industry (present minimum 50 
cents), 40 cents for the leather tan- 
ning and processing division (pres- 
ent minimum 27 cents), 32 cents for 
the small leather goods, baseball and 
softball division (present minimums 
23 and 32 cents), and 40 cents for 
the general division (present rates 
23, 32 and 35 cents). 

McComb issued the wage order 
under the Fair Labor Standards Act, 
which authorizes the Administrator 
to set minimum wage rates for in- 
dustries in Puerto Rico on the basis 
of recommendations of special in- 
dustry committees. 








95 Madison Ave. 
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ecu YEAR, for the past 35 years, 


America’s leading manufacturers of fine- 
quality Feminine Footwear have favored 
our narrow fabrics with steadily increas- 
ing acceptance. And this is so only because 
those who know are aware that our 
BINDINGS and BRAID-TRIMS pro- 


vide a fine top-line to the finished shoe. 


Lawrence Schiti 
Silk Mills 


Manufacturers and Distributors to the Shoe Trade of 
FINE-QUALITY NARROW FABRICS 


New York 16, NV. Y. 


Brezner Workers Awarded 
4"/2¢ Pay Hike 


Workers on the Brezner Division 
of Allied Kid Co. have been awarded 
a four and one-half cent hourly wage 
increase, according to Melvin M. 
Snider, the division’s general man- 
ager. Snider added that the increase 
was the second given Brezner em- 
ployes since last Sept., and brought 
their total wage increases to nine 
cents hourly since that date. 

Snider reported that operations 
have already begun in the company’s 
new split division located at the for- 
mer Harris Emery Mills. More than 
400 workers are now employed. 














GEIGY AND PRESIDENT 
MARK 50TH MILESTONES 


One of American industry’s rarest 
events occurred recently when Geigy 
Co., Inc., of the U. S. and Canada 
and its president, William F. Zipse, 
wrote a new chapter to the American 
success story by celebrating their 
50th anniversaries almost simulta- 
neously. During the half century, 
both man and company grew up to- 
gether from knee-pants to a com- 
manding position in the American 
chemical industry. 

While Geigy had already made its 
mark in Europe before 1903, it wasn’t 
until it purchased John J. Keller & 
Co., its representatives from 1870, 
that it first established itself in the 
U.S. Zipse had joined Keller & Co. 
one month before its purchase by 
Geigy. His age was 14. On July 1, 
1903, Geigy Aniline and Extract Co. 
was created. 

After spending some time on the 
sales force, Zipse was named sales 
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manager at the age of 27. At 32, he 

became vice president and director. 

In 1943, he was elected president. 
Zipse’s 50 years of service have 


seen Geigy extend its field of opera- 
tion to insecticides, pharmaceuticals 
and other products. The company 
now has 10 offices strategically lo- 


cated to serve the dyestuff consum- 


ing industry in the U. S. and Canada. 
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American Hide Shows 
Profit For Year 


Net income of American Hide and 
Leather Co. of Boston for the year 
ended June 30 totaled $609,222 after 
all charges, according to the com- 
pany’s annual report. Last year the 
company showed a net loss of $3,- 
143,093. 

The company also reported it is 
not liable for Federal income taxes 
on income for the year ended June 30 
since that part of its loss for fiscal 
1952 which was not used in offset- 
ting 1951 income will be carried for- 
ward for five years, if necessary. 
Further, under the present loss carry- 
over provisions of the Internal Rev- 
enue Code, taxable income to the 
extent of $1,900,000 may, during the 
next four fiscal years, be eliminated 
by the remaining portion of the 1952 
loss carry-over. 

Carl F. Danner, president of the 
firm, and Claude Douthit, chairman, 
said that new contracts have been 
signed with unions at the Lowell, 
Mass., and Ballston Spa, N. Y., tan- 
neries. In lieu of a general wage 
increase, the company agreed, sub- 
ject to stockholders approval, to pay 
into a pension trust five cents an 
hour for each hour worked by pro- 
duction employes. Another proposed 
plan covers moderate pensions for all 
other employes exclusive of officers. 

Business to date in the current 
fiscal year has been slow. Customers 
placed substantial orders in May and 
June, probably in excess of their 
day-to-day requirements, but volume 
orders from shoe factories are ex- 
pected shortly. 


PARVA CUT PRICES 
Parva Buckle Co., Mt. Carmel, 


Conn., buckles manufacturer, -has 
announced its first price reduction 
since entering the shoe buckle in- 
dustry. 

Effective immediately, all steel 
base nickel Parva buckles will be 
priced at 34c per pair. This con- 
stitutes a 221% price reduction and 
affects all orders on hand at the time 
of the announcement, according to 
Stanley Ford, vice president in 
charge of sales. All other finishes 
on steel base buckles continue at 
4\oc per pair; all brass base buckles 
remain at 5¥c per pair. 

Parva now has five sizes in its 
tongueless buckle: 44”, 5/16”, 39”, 
1,” and 54”. There are nine stand- 
ard finishes: gold, gunmetal, bronze 
and nickel in metallic; and the fol- 
lowing enamel colors: black, white, 
navy, town brown and red. 
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KOREAN SHOE SALES 
ENJOYING NEW BOOM 


Shoe business in South Korea is 
booming these days, particularly in 
the used shoe market. 

Although shoe production in 
Korea is practically at a standstill, 
thousands of U. S. Government con- 
tract shoes have suddenly appeared 
on the open market while South 
Korean civilians enjoy a field day. 

The shoes are coming directly 
from the feet of released Chinese 
and North Korean prisoners of war 
who are daily staging the greatest 
mass strip tease in history. Each 
morning when U. S. Army trucks 
leave POW camps loaded _ with 
prisoners for the Panmunjom ex- 
change point, the prisoners began 
taking off their clothes and shoes 
and tossing them into the road. 


Commie Inspired 


The strip tease apparently stems 
from official Communist instructions 
ordering returning prisoners to pre- 
sent as dishevelled an appearance 
as possible for newsreels and news- 
paper photos to show how badly they 
have been treated in United Nation’s 
prison camps. 

Hardly the ones to disdain such 
offering, enterprising South Koreans 
have crews stationed along the roads 
to Panmunjom where they can snatch 
up the shoes for resale to civilians 
who have no political axe to grind 
at the expense of their feet. Remain- 
ing apparel discarded by prisoners is 
less in demand but still welcome. 


Allied Kid Reports Sales, 
Profits Up 


Sales and profits of Allied Kid Co., 
Boston, for the year ended June 30 
showed an increase over the previous 
year. Sales for the 1953 period to- 
taled $19.8 million against $16.2 
million in the 1952 period. Net profit 
this year totaled $523,061 equal to 
$2.04 per share. In 1952, net profit 
was $516,585 equal to $2.01 per 
share. 

Record Year 


The company reported that the 
latest fiscal year was one of record 
diversification and expansion. The 
year was noteworthy particularly be- 
cause of the company’s expansion of 
its patent leather production and its 
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acquisition of Brezner Tanning Co. 
as a side leather division. 

Allied now produces about 25 per- 
cent of the nation’s patent leather 
output. In addition, it has been able 
to sell all the leather produced at its 
side leather division which it is plan- 
ning to expand. About half of Al- 
lied’s volume comes from its produc- 
tion of kid leathers. 





FAROUK GOES BAREFOOT 

Kings who have lost their 
crowns in the past have often been 
forced to undergo many hardships 
but few have suffered the “indig- 
nities” accorded ex-King Farouk 
of Egypt. 

The Egyptian Government has 
announced that anyone can step 
into the King’s shoes beginning 
next week. 

Shoes and other clothing of the 
ex-King and his wife, Queen Nar- 
riman, will be sold to the highest 
bidder in an auction held at Alex- 
andria. Included are many of 
Farouk’s fabulous silk shirts and 
underwear. 











Chicago-Milwaukee Outing 
Set For August 28 

Members of the Hide & Leather 
Association of Chicago and the Wis- 
consin Tanners Production Club will 
get together Friday, Aug. 28, at the 
Glen Flora Country Club, Waukegan, 
lll., for the groups’ first combined 
outing. 

A full day’s program, including 
luncheon, golfing and dinner, has 
been planned. 

Outing committee members are 
Fred Graff, Jim Morrison, Ed Aul- 
son, Art Carlson and Herb Weinstein. 

ssipeaeiiidicat 


Lawrence Walters 
. . « glove manufacturer, was killed 
with his wife Aug. 7 when his car 
suffered a head-on collision with an- 
other car near Three Rivers, Mich. 
Walters, his wife and son and grand- 
children were on a fishing trip in Mich- 
igan when the fatal accident occurred. 
A veteran glove manufacturing execu- 
tive, he had been prominently associ- 
ated with Ideal Glove Co. of Pennville, 
Ind., for many years prior to his death. 
He leaves his son and several grand- 
children, 

(Other Deaths on Page 42) 
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genuine shell cordovan — “the platinum of 
leathers”’ — for shoes, men’s belts, military 
belts and holsters, and shark print cordovan 
for tips on children’s shoes. 


1525 W. HOMER STREET * CHICAGO 22, ILLINOIS 


KAYE & BARNES, INC. @ 93 South Street, Boston 
A. J. & 3. R. COOK, INC. @ Los Angeles and San Francisco 


FRE SCHENKENBERG @ Dallas, Texas 
HARRY BLOCH @ Havana, Cuba 











MOUTON AND RABBIT FUR TRIMMING 
FOR THE SHOE TRADE 


J. B. TRADING COMPANY, INC. 
236 West 27th St., New York 1, N. Y. 
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Fanfare over U. S. population reaching and 
passing 160 million mark last week appears justi- 
fied, particularly for shoe industry. Event was off- 
cially recorded in Department of Commerce Building in 
Washington where reporters watched “census clock,” elec- 
trical population tabulator, whirl past 160 millions. Among 
the many American businesses and industries to be affected, 
that of shoes is at the top. 


Here’s why: America’s rate of gain in population 
today is five per minute or one person every 12 seconds. 
Thus, some 7,200 persons are added to the U. S. population 
every day. For the shoe business, this means 7,200 new cus- 
tomers each and every day in the year. 


Break it down further. Based on babies’ aver- 
age per capita consumption of about 2 pairs per year, one 
day's crop of new Americans will consume 14,400 pairs an- 
nually. In their first five years of life, these new Americans 
will account for 72,000 pairs of new shoes. One year’s crop 
of new Americans will require 5,256,000 pairs. 


As William E. Jones pointed out in the 
Boston Sunday Globe of Aug. 18, in the active years of 4-15, 
these growing young Americans (one day's crop) will con- 
sume an average of 4 pairs per year or an additional 316,800. 
Between the ages of 15-30, the boys’ per capita consumption 
will drop back to three pairs per year but the style-conscious 
irls will remain at four pairs. Assuming the 7,200 are 
evenly divided between the sexes, another 378,000 pairs of 
shoes would be needed. Women beyond the age of 30 con- 
sume only an average of 2 pairs annually while men drop to 
2 pairs—all of which adds up to another 410,000 pairs. 


Thus one day’s new Americans will require 
a total of 1,436,000 pairs of shoes over their life- 
times. Of this, New England, which annually produces one- 
third of the nation’s shoes, would account for 478,000 pairs. 
Multiply this one day's crop by a full year’s new Americans 
(at the present rate of population growth) and the number 
of shoes involved becomes astronomical. 


Charles H. Jones, Jr., president of the Na- 
tional Shoe Manufacturers Association, pointed up 
possibilities inherent in population incréase during 
his welcome address at Association breakfast meeting this 
week in New York. Jones said that for 160 million cus- 
tomers today, there are some 17,000 independent retail shoe 
and department stores, approximately 5,500 chain shoe stores 
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buying shoes for the consuming public. In addition, there 
are some 900 shoe manufacturers in the U. S, and the entire 
leather and shoe industry represents annual sales on a dollar 
exchange basis in excess of $6 billion. 


Predictions that CIO and AFL shoe unions 
would present united front in coming contract ne- 
gotiations with International and Brown Shoe Cos. 
now borne out. At least, Russell Taylor, president of 
United Shoe Workers of America, CIO, reports that CIO 
has notified International what union wants in way of new 
terms. And Taylor says AFL will ask same terms. 


Important news on new contract demands 
is not the 15c hourly increase which CIO is asking. 
As usual, union is aiming higher than it expects to go. This 
is usual pre-contract byplay. What counts is first of all, 
united front; second, pension plan proposed by CIO; and 
finally, the union shop which both unions are seeking. 


Although CIO and AFL will probably not 
sit down together at bargaining table with Interna- 
tional, both have agreed to seek similar terms. 
Neither will agree to new contract without first consulting 
the other. In effect, this will amount to a single contract for 
both unions. And united front will enable unions to give 
stronger tone to their demands. 


Whether unions will stick by pension plan 
remains to be seen. CIO is asking International to con- 
tribute 2% cents per hour per man into a pension fund. Yet 
unions haven't worked out a clear plan as yet, want money 
to be held in escrow until they decide how it should be paid 
out. Plan would be far more effective if unions could pre- 
sent it in entirety. 


Union shop, though not publicized in early 
statements, could present strong stumbling block to 
early agreement. Not all Brown and International plants 
are organized. If unions were able to win union or closed 
shop, workers in other plants might well be forced to join 
unions shortly. 


Nothing mentioned about possible five-year 
contract or guaranteed annual wage featured in 
Teamsters contract with Brown Shoe Co. last fall. 
This is still possibility. And Teamsters union has already 
indicated it will back up unions in any action they take at 
Brown. 
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At i in sl shade 
Kigh A for fashion 


A NEW DU PONT COLOR FOR 


Here is a light beige shade developed by Du Pont 


for fall fashion showings. Outstanding characteristics of the 


dye combination are its superior uniformity and good fixation. 


This new color is typical of the shades achieved 

from the level-dyeing, deep-penetrating Du Pont dyes. 
The line has full, bloomy undertones and complete 
compatibility with syntans. They give products enviable 


color performance that brings satisfaction to the customer. 


In addition to manufacturing a complete line of 
dyes, Du Pont’s Dyes and Chemicals Division 
maintains a technical-service staff. You will find that 
this experienced staff will help you in solving 


your coloring problem. 
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GARMENT LEATHER 


DYES RECOMMENDED 
FOR LIGHT BEIGE SHADES 


Du Pont Stilbene Yellow Conc. 

Du Pont Orange RO 

Du Pont Silk Orange R. Extra Conc. 125% 
“PONTACHROME"”* Brown G 
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BETTER THINGS FOR BETTER LIVING. .. THROUGH CHEMISTRY 











MELAMINE RESIN TANNING AGENT 


for upgrading both white and colored leathers 


DEPILIN® 
CUTRILIN® 
TWECOTAN® 
DYEWOODS 
TANAK® 


BETASOL® 


TANAK MRX Melamine Resin Tanning Agent is relied upon by experienced tanners to increase 
the desirable properties of today’s leathers. Useful for upgrading both white and colored 
leathers, TANAK MRX gives increased grain tightness, increased weight, better “break’’, 
fuller bellies and flanks. It penetrates white leathers so thoroughly that maximum whiteness 
is retained even after deep buffing. You can count on TANAK MRX Melamine Resin Tanning 
Agent to increase the cutting value of your leathers. 


Other performance-proved Cyanamid Tanning Specialties include: 


XC Unhairing Agent... for cleaner, whiter stock and better control; 
Bates ... the pancreatic ‘‘bates of choice” in the tanning industry; 
Tanning Extracts. . . blends to meet specific tanning requirements; 


and EXTRACTS’ °°? full line for every important need; 


Synthetic Tanning Agents... ideal for improving the quality of leather during both chrome and 
vegetable tanning; 


OT Wetting Agent ... most powerful wetting agent available for tanning. 


iggie ce mp y engi mor epgggga AMERICAN Canamid COMPANY 


INDUSTRIAL CHEMICALS DIVISION 
30 Rockefeller Plaza, New York 20, N.Y. 
In Canada: North American Cyanamid Limited, Toronto and Montreal 
*Made by Taylor White Extracting Company —Cyanamid sole distributors 
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the standard of excellence in sports 


The sharp thud of the ball in the catcher’s mitt . . . the crack of 
hickory on leather . . . baseball, the national pastime, is unthink- 
able without fine leather equipment. And in almost every organized S 
sport, equipment made of genuine leather is traditional and 
standard. Leather can fake it—can remain strong, supple and 


good looking through years of heavy treatment. AMERICAN Cyanamid COMPANY 


Your tanner has devoted years of study to his ancient craft—has 

spent much in time and money to acquire modern scientific 30 Rockefeller Plaza, New York 20, N.Y 
knowledge so that he can provide you with leathers worthy of 

your own skills. Genuine leather is always desirable, always a 

mark of distinction. So to increase your sales . . . 


make it better... make it leather! 





See 


“BATEAU”’ 


a Ship Shape Last for Sales Ahoy! 


Note the rugged toe and the rocker bottom 


... the sporty appearance combined with the comfort of a loafer. 


... it’s nautical and it’s nice. Slide-O-Matic? Naturally! 


UNITED LAST COMPANY 


140 FEDERAL ST., BOSTON, MASS. 
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Never has leather strived so hard to reach top prestige 
levels, as at present. And best of all, it's getting there. 
Granted, leather has always been considered by consumer 
to be quality item, but more often than not, public's 
attitude has been ''so-what.'’ On other hand, synthetics 
and composition materials waged gigantic battle to ac- 
quaint buying public with merits of those materials, stress- 
ing low-price, wearability, good looks, etc. 


Leather now reaching rightful position in mind of Amer- 
ican consumer. Exceptionally good institutional advertis- 
ing and promotion are helping to do the trick. Fashion 
magazines have picked up the cue. They, too, have be- 
come leather conscious, stressing leather as item of top- 
desirability. Also stress good looks, luxury and prestige 
aspects of various leathers. 


Leather now being coordinated to general fashion pic- 
ture. And not only in shoes. Leather as an accessory. 
This means that all items which can be made in leather 
benefit because coordination story is leather for leather's 
sake, meaning leather items covering a gamut of acces- 
sories. - 


Leather trim on ready-to-wear, introduced at high-price 
level, now moving into volume. Suits, skirts, coats, all fall- 
ing within reach of average women's pocketbook, featur- 
ing leather collars, cuffs, waistbands, trim on pockets, 
lapel ornaments, etc. These call for leather accessories— 
leather shoes, handbags, gloves, belts—sometimes even 
millinery. 


"New" tannages also being pushed. That is, finishes like 
aniline kids and calfs, working their way into consumer 
consciousness. These help add to presfige of leather, 
because soft, glowing beauty of effect is stressed—an 
effect which cannot be simulated in any material but 
leather. End result of all this is that leather is finding its 
niche in what has become a highly competitive field—a 
field which is leveling off with synthetics finding their 
proper place and function and leather attaining its own 
firm position. 


News about black is worth repeating. Men's shoe indus- 
try was talking, not too long ago, about a revival in black 
as men's new fashion color. Revival is now positive. As a 
matter of fact, interest has increased at relatively rapid 
pace—rapid that is for men's footwear industry, where 
trends seem to take a long time in getting started and 
getting on their way. But black is here to stay this time 
and should help considerably in boosting per capita con- 
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sumption of men's shoes, since black and brown shoes 
will gradually be found in men's wardrobes, rather than just 
brown. 


This revival of interest in black as fashion color is par 
of trend toward more color in men's shoes. And this 
follows trend in men's ready-to-wear toward more colorful 
clothing all around. With greater and more widespread 
usage of color for men, men themselves are naturally 
becoming more color-conscious. This means that no longer 
will they be as willing as in the past to wear brown shoes 
with a blue suit. Tendency now is to use extra-careful 
coordination, especially in color, for all items of men's 
wear. This means black accessories, including shoes, when 
those are called for, and then various shades of brown 
when those are called for. 


——— >+——- 


Controversy on pointed toes should be settled for once 
and all this fall and winter. Nobody in industry seems to 
be neutral about this. Either they like the Spanish toe or 
they don't. It seems to have clicked in high-style, with its 
originator, Andrew Geller, doing well with it. The last was 
talked about everywhere and many manufacturers included 
styles based on it in their fall lines. Styles were imaginative. 
Designers had a lot of fun with it, and now everybody 
seems to be shying away. 


However, styles are now in store windows with early 
fall and back-to-college displays. Testing time has arrived, 
since these now being shown in moderate-priced sellers. 
Fashion magazines standing behind the pointed toe and 
that always helps any new fashion. Chief objection seems 
to be that on the foot, Spanish toe gives somewhat short, 
stubby look. Present footwear has slimmer lines, making 
foot look longer, and this factor is supposed to be one of 
main reasons women won't take to pointed toes. This 
is probably very true, but before jumping off the deep 
end we'd like to glance back just a couple of years ago. 


At that time, tapered toe was first launched. Everybody 
said it would never click because it made women's feet 
look too long and women wouldn't stand for that. How- 
ever, medified taper toe was accepted and now we heve 
a slim, long look in footwear which American women do 
like. Same argument, but in reverse is now used on 
Spanish toe—this time, women want feet to look long and 
slim, won't accept short, stubby style. So, we'd say that 
actually this is not too strong a factor. Point of importance 
is whether or not style is interesting enough to attract 
consumers, and we'll soon find out. 


Kerabis Marg tanian 
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MILITARY 
BIDS AND AWARDS 





MEN'S BLACK OXFORDS 
J. F. McElwain Co. of Nashua, 


N. H., was low bidder on invitation 
TAP-30-352-54-35 which covered 
199,692 pairs of men’s low black 
leather shoes for delivery in Dec. 
1953, and Jan. and Feb. 1954, 
McElwain’s bid of $5.29 was the 
lowest for the total procurement, but 
Doyle Shoe Co. of Brockton, Mass., 
made a bid of $4.98 for 20,000 pairs. 


Sixteen companies placed bids for 


the procurement at the armed Serv- 
ices Textile and Apparel Procure- 
ment Agency, New York City, Au- 
gust 18. The shoes are for the U. S. 
Navy. 


BIDS ON INSULATED BOOTS 

Hood Rubber Co. of Watertown, 
Mass., division of B. F. Goodrich Co., 
was low bidder last week at opening 
of bids on TAP-30-352-54-1 covering 
164,460 pairs of insulated rubber 
combat boots. Eight firms  sub- 
mitted bids. 

Hood bid $8.71 per pair, origin; or 
$8.81 per pair on 46,590 pairs for 
delivery to Auburn, Wash., and $8.76 
per pair on 117,870 pairs for delivery 
to Schenectady. Terms are 20 days 
acceptance, 





FUTURE OFFICIAL OF JERUSALEM 
SHOE CORPORATION 








Nat Habas, shown here with his wife Dalia, is the son of Nahman Habas, co-founder and 
managing director of the Jerusalem Shoe Corp. Young Nat, who came from his native 
Tel-Aviv in 1950 to study at Rutgers University, later shifted to University of Tennessee 
where he recently received his degree in Industrial Management. He is presently com- 
pleting an on-the-job training program at General Shoe Corp., Nashville, which sponsored 
the Jerusalem Shoe Corp., where Nat will return shortly to take up management duties. 
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Gloves 
September 11, 1953—TAP-30- 
352-54-58 covering invitation to bid 
on 945 pairs of lineman’s gloves, 13,- 
248 pairs of gas welders gauntlets, 
chrome-tanned ieather, 4,650 pairs 
rubber gloves, acid resistant, and 
3,996 pairs of electrical workers 
gloves. Opening in New York at 
10:00 a.m. with delivery by Feb. 15, 

1954. For the Navy. 


Miles Shoes To Erect New 
Offices 


Miles Shoes Division of Melville 
Shoe Corp., New York, has purchased 
a large midtown New York parcel 
of real estate where it will erect new 
warehouses and offices, according to 
Murray M. Rosenberg, president of 
Miles. 

The property is located on the east 
side of 10th Ave. from 59th to 60th 
Streets and comprises approximately 
70,000 square feet. Present owner 
is Columbia University. 


Pfaff Opens New Offices 
In New York 


Pfaff Industrial Sewing Machine 
Corp. has announced the opening of 
new headquarters at 1140 Broadway, 
New York City. 

Paul Zellweger, president of Pfaff 
Industrial, said the new headquarters 
are the result of “a much needed 
expansion of facilities to sell and 
service the many hundreds of special- 
ized Pfaff machines needed by Amer- 
ican industry. Today all machines 
and parts for efficient maintenance 
can be held at one central source.” 


Lawrence Buys Milo 
Tanning Plant 


A. C. Lawrence Leather Co. has 
announced purchase of the property 
of Milo Tanning Co. in South Paris, 
Me. The Milo plant has been shut 
down for the past year. 

Lawrence expects to raze the old 
tannery and erect a new streamlined, 
modern plant in its place. The new 
plant will be used for the production 
of cowhide upper leathers. 
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THE PERFECT SUEDE LEATHER 


OLORS 


INC. 


DELAWARE 


CO'S. 
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LEATHER SHOW SALES GREATER 


THAN FIRST BELIEVED 


Looking and Sampling Continues but Volume Buying 
Getting Underway 


NEW YORK MARKETS 

Upper Leather: Bulk of the trade 
was at the Leather Show in New 
York. Not much business done at the 
Show. Interest was primarily on light 
colors of aniline leather and _ soft 
glove tannages and white was said a 
wanted color for Spring. Patent 
leather also having plenty of inquiry. 

Prices mixed with some tannages, 
elk for one, about unchanged and in 
some instances some price shading 
said possible. In large spread elk, 
prices range 46-42c and down and 
some are quoting 40c and down. In 
combination leather 50c to 48c and 
down in large spreads with some tan- 
nages even higher. 

Women’s weight calf getting quite 
a little business and in some particu- 
lar wanted weights (lights) there 
have been some advances asked and 
obtained. Most lists are $1.05 to 
$1.00 and down on suede and 90c to 
85c and down on smooth women’s 
weight calf. 

Patent leather is usually 45c and 
down, though some tannages are 
higher at 48c and down for large 
spread leather. 

Sole Leather: Not much going on 
in sole leather this week but some 


tanners say that there is more action 
than last week. Bends, 10 iron and 
up, usually 52-53c and the 9/10 iron 
about 56c. Middle weights are 60- 
63c and lights about 67-69c. Some 
tanners say they are selling at the 
above levels while others say they 
will have to get more money with 
the firmer raw stock market. 

In offal, bellies are still 28c to 
29c for cows and steers though some 
are at 27c. Double rough shoulders 
still slow but some tanners say they 
believe the men’s waist belt trade is 
beginning to come into the market 
and that business will soon pick up. 


Sole Better 

Better interest and a few more fair 
sized sales reported in sole market. 
With tanners holding firmly to price 
lists buyers’ nibbles grow to fair-sized 
bites. Big business not yet underway 
but apparently much closer. Usually 
56c but sometimes 57c and down paid 
for 9-10 iron bends. Quotations 
of 65c on 8-9 iron bends; some sales 
at 63c and down. Up to 70c asked 
for lights with 68c usual trading area. 


Sole Offal Fair 


Slightly better interest noted in 





..» Aniline 
dyed, 

top buffed 

splits... 


CHICAGO - BOSTON - NEW YORK 


SPECIALISTS in SPLITS 


SUEDE LININGS 
SOLE & GUSSET 


Prices and Trends of Leather 


KIND OF LEATHER THIS MONTH YEAR 1952 
WEEK AGO AGO HIGH 





GLOVE LEATHERS 
HORSEHIDES 
COWHIDES 

SHANKS 
BELLIES 
DEERSKINS 
MOCCASIN COWHIDE. 


85-1.10 
80-1.03 
85-1.10 
75-90 


75-1.08 73-1.00 
65-93 70-91 
70-1.05 80-95 
55-90 75-90 
48-91 80-92 80-96 
55-60 40-47 56-60 
20-32 17-28 18-32 
49-59 56-60 


7721.15 
67-1.00 
75-1.15 
55-90 
48-91 
55-60 
20-32 
54-60 54-61 
50-55 49-53 46-54 54-56 

39-43 39-43 36-46 38-46 

66-69 66-69 67-72 65-70 

27-30 27-30 25-26 26-27 

51-55 51-55 50-55 50-55 — 
33-39 33-39 30-38 35-39 7 Bt 
18-22 18-22 21-23 24-26 \S di 
16-17 16-17 16-18 18-20 
Fie IM, ee ae 8 
18-181 174-18 1714-18 


CALF (Men’s HM) ........ 

CALF (Women’s) Ieee: 
CALF SUEDE .......... aE et Fee ? 
KID (Black Glazed) 

KID SUEDE 

PATENT (Extreme) 

SHEEP (Russet Linings) 

KIPS (Combination) 

EXTREMES (Combination) .............. 
WORK ELK (Corrected) 

SOLE (Light Bends) 

BELLIES Wiegbcasd +i 
SHOULDERS (Dble. Rgh.) 

SPLITS (Lt. Suede) aa 
SPLITS (Finished Linings) 

SPLITS (Gussets) ................ 
WELTING (% x %) 

LIGHT NATIVE COWS ; 18', 


y | 


A.L.GEBHARDT CO. 


416 N. WATER ST 
; PHONE DALY 68-6919 
All prices quoted are the range on best selection of standard tannages using quality = : 


rawstock. 
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MOCCASIN 
COWHIDE 


at its colorful best 


Fashionably Soft for comfort. Most 
Adaptable to laced moccasins 
and casuals . . . finest full grain 
you've ever seen! 

SHOE SPLITS: Grain finished for 
mellow chrome uppers . . . Retan 
for soles... 

GLOVE SPLITS: Complete price 
range .. .Quality always uni- 
formly high. 


Write for swatches today! 


LOS ANGELES 
TANNING CO. 


4101 Whiteside Street 
Los Angeles 63, California 








offal. Substantial buying continues 
to hold off. Tanners holding to quo- 
tations in most instances. Some bellies 
bring up to 30c, others a cent or two 
less. When quality or dimensions are 
less desirable around 26c quoted. 
Little new business in single should- 
ers at 45c and down. Double rough 
shoulders found a little business at 
49-5le for tannery run. Good quality 
lights quoted at 53c and down. 
Between 16 and 20c finds a variety 
of heads. Shanks quiet. 


Calf Popular 


Black seems to have edge on browns 
in women’s weights. Red, blue and 
green get many small orders, a few 
feet here and a few feet there which 
add up to fair volume. Up to $1.00 
asked for finest small skin leather 
with volume done between about 72 
and 85c. Regular sized skins bring 
60 to 75c for volume grades, up to 
95c for the small percentage of top 
selection. 

Men’s calf gets slightly better call, 
though volume not yet great. Some 
tanners not concerned as old orders 
of size often remain to be filled. Up 
to about $1.10 asked for best tan- 
nages with $1.15 quoted on aniline 
finish. Between 75 and 90c is area 
of greatest activity. 


Sheep Quiet 

Demand for garment sheep fair to 
good. Tanners try for 42c for best 
suede, but buyers want to pay 40c 
and down. Best business continues 
in mid thirties. Garment grains get 
moderate call at 30-35c. Russet linings 
move best in grades between 23c and 
27c with boot linings bringing as 
much as 34c, Chrome linings quoted 
at 30-34c. Though much leather being 
delivered against old orders, this is 
coming to an end and new business 
not satisfying. Hat sweat and novelty 
sheep continue quiet. 


Sides Improve 

Regular sport elk selling well at 45c 
and down for sides. 48c and down 
for extremes, 50c and down for kips. 
These prices for best tannages, other 
tannages sell for less according to 
worth. A good line of glove type 
chrome leather offered at 50c and 
down for extremes. Combination 
leather still wanted for better 
shoes. Glove types of varying soft- 
ness bring up to about 58c for kips 
in aniline finish with up to 60c asked. 
A top of about 55c asked for extremes 
and about 48c and down for large 
leather. Volume business is being 
done in grades at two to six cents 


below highs quoted above. Work elk 
LEATHER and SHOES 


slow at 42c and down. Work retan 
equally slow at 43c and down. 
Patent leather just now seems des- 
tined for good spring season as buy- 
ers sample and sometimes place for- 
ward orders» Kips quoted all the way 
up to 90c, Extremes up to 60c and 
large leather up to about 50c. 


Splits Unchanged 

Suedes move only when heavy 
and then bring up to 38c for small 
lots. A substantial order might 
possibly bring a cent less. Between 
18 and 22c asked for good finished 
lining splits and new business mod- 
erate. Gussets continue slow at 14- 
l6c. Heavy flexible bends bring 30- 
40c and move spasmodically. Work 
shoe splits quiet. 


Welting 

Slightly better demand for regular 
Goodyear Welting and asking price 
of 7%c more often paid. Steady de- 
mand for specialty welting. Plastic 
welting picking up after a_ slow 
month. Synthetic stitchdown welt- 
ing finding slightly better call. 


Garment Spotty 

Business in garment leathers some- 
what spotty this week. Horsehide 
garment leather seemed rather slow 
moving around 42c and down and, 
according to some sources, is still 
affected by competitive factors such 
as cowhide garment leather. The 
latter has been selling in moderate 
to good quantities at prices ranging 
from 34 to 38c and down depending 
upon tannages, quality, etc. 

No particular change in the mar- 
ket for sheepskin varieties reported 
except that new business somewhat 
slower during the past week or so. 
Suede still quoted at 36-38c and 
down for good tannages and as high 
as 40-42c for choice productions 
while grain finish is holding around 
34-36c and down with occasional 
sales reported here and there. 


Bag, Case and Strap Slow 

Case leather continues obtainable 
at unchanged prices, 2-214 ounce at 
4lc and 3-314 ounce at 43-44c. Grade 
A russet strap leather of 4/5 ounce 
is held at 51c, 5/6 ounce at 53c, 6/7 
ounce at 55c, 7/8 ounce at 57c, 8/9 
ounce at 59c, 9/10 ounce at 62c and 
10/11 ounce at 65c. Lower grades 
discounted by 2c for grade B and 4c 
for Grade C. 

Colors still command about 2c 
more and glazed 3c above prices 
prevailing for russet. 


Work Glove Same 


So far as can be learned, tanners 
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have held lists around going prices, 
work glove splits in LM weight un- 
changed at l7c for No. 1 grade, 16c 
for No. 2 grade, and 15c for No. 3 
grade. M weight alone of No. 1 grade 
holds at 18c, No. 2 grade at 17c and 
No. 3 grade at 16c. 

H weight has been available at a 
cent higher and HH at an additional 
cent more but not selling as well as 
LM and M weights which are most 
popular. 

Glove Leathers Wanted 

Men’s weight leathers still in the 
best demand. Pigskins selling fairly 
well with the best call for the medium 
priced grades. Sudans seem to be 
selling well. 

One dealer quotes 38c, 35c, 32c 
and 28c for the glove tannage and 
the garment grades from 54c down 
to 40c to average about 44c. Sudans 
in the pickle are offered at 22c for 
the heavies and 20c for the mediums. 

Cabrettas from 50c down enjoy a 
fair sale. Better grades are neglected. 
There is a better demand for men’s 
grey suedes at 38c and 32c. Hair 
types bring up to 60c for the tops. 

Kid Quiet 

In sales that are made, suede is 
still definitely the big seller—prac- 
tically all in black. Some glazed is 
sold again in black; fairly good sales 
still made in linings. There isn’t 
much business in slipper leathers, 
and nothing is reported in crushed 
or satin mats. Tanners find prices 
unchanged, but expect to raise them 
when the market is a little more 
favorable because of increased pro- 
duction expenses. Rawskin prices 
are creeping up again. 


Average Kid Leather Prices 
Suede 32c-96c 

Slipper 25c-60c 

Glazed 25c-$1.00 

Crushed 35c-75c 

Linings 25c-55c 

Satin Mats 69c-98c 


Belting Off 


Prices remain the same in spite of 


Centers 24”-28” 58 9-1. 
Centers 30” ..... 52 1.41-1. 
Wide Sides ...... -25 5-1. 

1. 


1. 
2h 
Narrow Sides .... 1. 15-1. 17 1. 10-1.13 1. 

Premiums to be added: Ex Light, plus 
Light, plus 7c; Heavy, minus 5c-10c; 
Heavy, minus 5c. 


7 


Tanning Materials Same 
Raw Tanning Materials 


Divi Divi, Dom., 48% basis shp’t, bag. . .$72.00 


Wattle bark, ton ....‘'Fair Average’’ $100.00 
‘‘Merchantable’’ $ 97.50 


Myrobalans, J. 1's Bombay 

Sorted 

Genuines 

Crushed 42-44% “ete es 
Valonia Cups, 30-32% guaranteed ...... 
Valonia Beards, 40-42% guaran- 

$77.00-78.00 

Mangrove Bark, 30% So. Am. ,...$58.00-59.00 
Mangrove Bark, 38% E. African. .$75.00-76.00 


Tanning Extracts* 


Chestnut Extract, Liquid (basis 
25% tannin), f.o.b. beeen 
TORR, CRIG. 2 96 cice iubapdecnons 
SEES bs cade de ddcwcedacneecabese 
Barrels, l.c.1. oo 
Chestnut Extract, Suweuned, ate. 
60% tannin), f.0.b. — 
Ws Ws Cae i iaos ehicces 
Bags, l.c.1. . wae a 
Cutch, solid Borneo, 55% conn: 


Hemlock Extract, 25% tannin, tk. 


Oak bark extract, 25% tannin, 
bbls. 6%-6%, tks. 
Quebracho Extract: 
Solid, ord., basis 63% tannin, c.l. .11 31/64 
Solid clar., basis 64% tannin, c.l. .12 3/16 
Wattle extract, solid, c.l., East African 
60% tannin 


Wattle extract, solid, c.l., South African 
60% tannin ..... R 

Powdered super spruce, bags, ‘el. 
05%; 1.1. 

Spruce extract, tke., ‘tLe. b. "wha. ews 

Myrobalan extract, solid, 55% tannin. 

Myrobalan extract, powdered, 60% tan- 


Valonia extract, powdered, 63% tannin 

Quebracho Extract, Powdered, Swedish 
spray dried, 76-78% tannin 

Wattle Extract, Powdered, Swedish, 
73% tannin 

Powdered Spruce, spray dried, Swedish 

Myrobalan, Swedish, Powdered 68-70% 

Oakwood, Swedish, solid, 60-62% .... 

Oakwood, Swedish, powdered, 64-66% 

Larchbark, Swedish, solid, 54-56% .. 

Larchbark, new Swedish spray- 
dried, 58-60% ba aite 


Tanners’ Oils 
Cod Ol, Nfid., loose basis, gal. ... 
Cod, sulphonated, pure 25% moisture 3.13 
Cod, sulphonated, 25% added mineral 
Cod. sulphonated, 50% added ae 
Castor oll, No. 1 C.P. drs. Le.l. ..... 
Sulphonated castor oil, 75% 
—= oil, tks., f.o.b. Minn. ........ 
Neatsfoot, ‘20° C.T. 
Neatsfoot, 30° C.T. 
Neatsfoot, prime drums, c.]. 

1.1. 


Neatsfoot, sulphonated, 75% .... 
Olive, denatured, drs. gal. 

Waterless Moellon ...... oceceee 
Artificial Moellon, 25% ‘moisture eeue 
Chamois Moellon, 25% moisture .. 
Common degras 

Neutral degras 

Sulphonated Tallow, 75% 

Sulphonated Tallow, 50% ........ 
Sponging compound 

Split Ot) 

Sulphonated sperm, 25% moisture .. 
ar ye Olls, 200 seconds visc., tks., 


0.b. 
a Oils, 150 seconds visc., Tks., 


f.o.b. 
Petroleum Otis, 100 seconds Visc., tks., 
b. 


*Imported Extracts are plus duty. 





Make an asset of your shop- 
worn leather goods in every 
department of your store. Belts, 
purses, luggage, shoes, and coats 
— all return to original beauty when 
refinished by the Dyo-Flex method. 
All this adds up to renewed cash in 
sales, stepping up business to an 
unbelievable amount, because 
Dyo-Flex restores the original 


color and beauty to the leather. 
Write for information about a 
leather refinishing department 

for your store. 


variations of hide prices. Butt bends 
quoted at $1.09 for No. 2 ex-light, 
$1.04 light and 96c medium. No. 3 
lights sold for 99c and medium 91c. 
No. 1 shoulders remain at 87c for 
light and medium, and 55c ex-heavy. 

Curriers report a slightly different 
picture than the rest of the belting 
leather industry. They did not feel 
any drop in their business but say 
the trend is toward a slight increase. 


DYO CHEMICAL COMPANY 
2200 Central Expressway, South 


Box 9007 
pvo/ler 


DALLAS, TEXAS 


AVERAGE CURRIED LEATHER PRICES 


Curried Belting Best Selec. No.2 No.3 ee es -f" 
Butt Bends 1.30-1.35 1.25-1.31 1.13-1.27 ee. 
Centers 12” 1.61-1.64 1.51-1.55 1.39-1.45 “Sean 
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HIDE MARKET MARKS TIME 
DURING LEATHER SHOW WEEK 


But Demand Is Active Enough To Keep Prices At 
Steady Levels 


Following sales totaling about 
135,000 hides in the preceding week, 
big four packers were a little slow 
to put out new offerings at the begin- 
ning of this week despite continued 
good buying interest. 

There was a sizable movement of 
branded cows, one big packer in 
initial trading selling 15,000 on 
steady basis of 154c for northerns 





WU 
© SPRUCE EXTRACT 
wut 
e a SUPER SPRUCE 
itil 


© LACTANX 
TH 


ROBESON 


PROCESS COMPANY 


GENERAL OFFICES 
500 Fifth Avenue 
New York 36, N. Y. 


OPERATING PLANT AT 


Erie, Pa. 























1 was heartbroken when he wouldn't 

tell me about controlled penetration 

of oils by Salem Oil & Grease Com- 

pany to help make better leather — 

but it did me good. | pined away 
15 pounds. 





and l6c for lighter average south- 
westerns, 

Heavy native cows selling mod- 
erately well on the basis of 17c for 
rivers and 1714c for northerns, but 
interest from upholstery tanners has 
tended to lag because of a let-down 
in leather business. 

Meanwhile, demand for heavy na- 
tive and branded steers holding up 





Bulletin: Branded steers ad- 
vanced a half cent late this week. 
Two big packers sold 10,300. 
Large independent packer sold 
butt branded steers and heavy 
Texas steers at 1414c. and Colo- 
rados at 13sec. 





with steady prices freely bid of 17c 
for heavy natives, 14c for butts and 
13c for Colorados. It is expected 
packers will continue their free-selling 
policy so long as prospects point to a 
continued heavy kill. 

Cattle receipts were large again 
this week at principal markets. There 
are more breeding cattle in the coun- 
try than ever before and herds are 
still being expanded. There is good 


reason to believe beef production 
records will be exceeded the re- 
mainder of this year. Estimates are 
that some 17 million cattle will be 
butchered under federal inspection 
this year compared with the record 
of 15,523,959 in 1947. 


Independents Move 


Trading started off this week with 
a Minnesota packer selling 1,500 
light native cows on the steady basis 
of 18%%4c. Other selections sold at 
the going big four market prices. 

Eastern packers also selling freely 
at prevailing prices. Last Friday 
7,500 southeastern light hides sold 
at 20c for natives and 18 for 
brands. Also, further movement of 
west coast hides was reported, one 
large packer selling Fresno, Calif., 
production of 2,200 July-August cows 
at 15c and 2,000 August steers at 
134%-12%e. 


Small Packers Strengthen 


Prices of midwestern small packer 
hides in the medium average weight 
range such as 48 to 52 lbs. seem to 
have worked up ‘about a half cent 
from values prevailing a week earlier. 
A number of cars sold at 1514c se- 
lected fob. midwestern points for 
50-52 lb. avg. regular small packers 
and l6c for some choice lots, usually 
from favorable low freight points. 





HIDE FUTURES 


COMMODITY EXCHANGE, INC., FUTURES MARKET 





Close 
Aug. 20 
17.36T 
16.40B 
15.45B 
15.40B 
15.41B 
15.12T 


October 
January ........... 
April ... 

July 

October ........... 
January ........... 


Close 
Aug. 13 


Net 
Change 
—04 
+02 
—55 
—25 
+01 
—07 


High Low 
For Week For Week 
17.50 17.15 
16.50 16.20 
15.98 15.85 
15.75 15.55 
15.43 15.30 
15.12 15.00 


17.40B 
16.38T 
16.00T 
15.65B 
15.40T 
15.05B 


Total Sales: 279 Lots 








HIDE AND SKIN QUOTATIONS 


Present 


Heavy native steers 
Light native steers 
Ex. light native steers 
Heavy native cows 
Light native cows 
Heavy Texas steers 
Butt branded steers 
Light Texas steers 
Ex. light Texas steers 
Colorado steers 
Branded cows ... 
Native Bulls ....... <7 10. 632 
Branded Bulls .. 9 -11 
Packer caliskins 4742-5213 
Packer kipskins 5 OS 62 


152-16 


Week Ago 


20 
17 


15¥ 


10 


91-11 9 
47 1,-51B 


27 


Month Ago 
17 16 17 
18 17% 
Yy-21 2014-21 
-18 1714-18 18 
184 19 
134% 114% 
14 13% 
15 151% 
18'%n 18'An 
13 13 
4-16 16 
-10% 
- 9% 
471-50 
-31 


Year Ago 
“17 


V,-12 10 


~32 26 


NOTE: Price ceilings have now been completely ended by the government. All 
remaining goods and services have been removed from price controls. All regulations 
winding up controls require that applicable records be held until April 30, 1955. 
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Some business in 48 lb. avg. hides at 
the l6c level, selected fob. Some 
mixed small packer and _locker- 
butcher hides of 47 lb. avg. sold late 
last week at 151c. 

There is still a preponderance of 
offerings from southwestern points 
with light hides averaging around 
40 lbs. obtainable at 16-161%c flat 
fob. Some 44 lb. avg. southwest 
Texas small packers sold as low as 
1514c flat fob. Movement of small 
packer bulls of fairly heavy average 
weight (80-90 lbs.) was reported in 
the range of 914-10c. 


Country Hides Firmer 

Sales of 50-52 lb. avg. mixed all- 
weights containing renderers made 
at 1214c while locker-butcher hides 
alone brought 13c. Also, some light 
locker-butcher hides of 42-44 lb. avg. 
sold at 13-1314c flat trimmed fob. 
shipping points. Straight carload 
lots of renderer hides of 48-50 lb. 
avg. ranged 1114-12c fob. 

A couple cars of blue hides sold 
at 10c fob. shipping points. Country 
bulls in carload lots quoted at 71%- 
8c but small lots sold at 6-7c. 


Calf and Kip Steady 

Last sales of Wisconsin allweights 
at 50c while St. Louis heavy calf re- 
cently sold at 471c. Additional sales 
of about 10,000 northern kip and 
overweights made at 32-28c while a 
large movement of southerns took 
place, estimated at 50,000 to 75,000 
at slightly lower prices or 29-25c. 
Some business in packer regular 
slunks disclosed at $2.00 and in large 
hairless at 85c. 

A little business in small packer 
skins from time to time and allweight 
calf seems to be holding steady around 
40c while kip last sold at 25c for 
carload lots. One mixed car of Texas 
small packer, city butcher and coun- 
try locker kip sold at 20c. 

Country kip has some call around 
18c in carload lots but sellers slow to 
shade asking prices of 19-20c. Coun- 
try calf holds around 24-25c. 


Horsehides Soften 

Untrimmed northern slaughterer 
hides have ranged down to $10.5))- 
11.00 fob. shipping points with 
last reported sale of fairly heavy 
average northerns at the inside price. 
Trimmed hides quoted $1.00 less. De- 
mand is still limited, reflecting slow 
conditions in garment and _ glove 
leather. 

Northern fronts have eased to 
$7.00-7.25 and butts are ranged 
lower at $3.75-4.00 basis 22” and up. 
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Sheep Pelts Same 

Big packers this week were able to 
sell a few lots of No. 2 shearlings at 
$1.75 and No. 3s at $1.15. The No. 
Is have been quoted in a range of 
$2.35 to $2.75 as to quality, freight 
costs, etc. 

Mouton fur tanners will still pay 
prices up to top quoted level for 
fancy No. Is but trimming mfrs. 
complain of slow business and are 
low set in ideas of value on less desir- 
able quality lots. Fall clips still 
bring around $3.00. Current produc- 
tion lamb pelts range $3.10-3.15 per 
ewt. liveweight basis. Full wool dry 
pelts last brought 28-29¢ fob. but 
not much doing right now. 

Pickled skins bring $17.50 a dz. 
for lambs, $18.50 for sheep but de- 
mand for the latter is less keen than 
formerly and more becoming avail- 
able. 


Dry Sheepskins Drag 


Hair sheep lines slow and nominal. 
Germany paying $12.75 fob. for 
Brazil (Pernambuco) cabretta reg- 


ulars, equivalent to around $13.50 
here whereas buyers’ ideas here are 
around $12.00 c&f. Relatively few 
offers made to this country as ship- 
pers are doing most of their busi- 
ness in Europe. 

It is in-between seasons for dry 
salted Sudans. Mochas, Addis-ababa 
butchers, Mombasas and Nigerians 
either not offered or else asking prices 
too high. The same is true of Cape 
glovers with England getting most 
of the skins, 

Wool sheepskins are firm and at 
the last Australian auctions, Mel- 
bourne reported 17,000 offered and 
generally unchanged while Sydney 
reported 40,000 offered and generally 
par to two pence dearer. South 
American markets quiet as asking 
prices too high. 

Pickled Skins Good 

New Zealand market quiet and will 
remain so until the end of the year. 
Only offerings at the present time 
some odd lots on spot with occa- 
sional sales noted. 


Domestic market steady with 














Leather Finishes 


Quality leather finish is one of the prime ingredients that 
contributes to the art of making fine leather. 


Many years of experience together with Lira 4 high 


standards of production have helped to give HYDRO 


E its 


respected position in the leather industry. 
The producers of HYDRODITE invite you to make use of 
their research laboratory and technical staff. 


BRANCHES: Drexel Bldg., Philadelphia; 


Union, N. J.; 


A J. & J. 


Salem, Mass. 


O. PILAR 


Leather Finish Specialists 


CHAPEL ST. & 


LISTER AVE., 


NEWARK, WN. J. 

















THE only suc- 

cessful press 

that prepares 

Sole ‘eather 

for drum Sole 

Leather tan- 

ning, extract- 

WRINGER ing and oiling. 

Also prepares both bark and chrome 

tanned sides and whole hides for 
the skiving and splitting machine. 


Quirin Leather Press Co. 


Olean, New York 











TABER 
TANNERY 
PUMPS 


.-. have been meeting the special 
requirements of the Tannery since 
1859. Write for Bulletin TP-629 


TABER PUMP CO. 
300 Elm St. (Est. 1859) Buffalo 3, N. ¥. 
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lambs selling at $17.50-17.75 and 
sheep at $18.50 per dozen. 


Reptiles Mark Time 


From early reports, not too much 
business placed at Leather Show. 
Primary markets continue firm gen- 
erally and it is only for certain de- 
scriptions that they have shown a 
tendency to reduce asking prices. 
This is particularly true of whip 
snakes. 

Difficut to interest buyers although 
there have been reports that Madras 
bark tanned whips, 4 inches up, av- 
eraging 4° inches, 70/30 selection, 
sold at 45c without any other details. 

Lizards moving in a moderate 
way, when the price is right. Fair 
call for wet exlted Bengals but few 
now offered. Wet salted Agra back 
cuts sold at 25c for 9 inches up, av- 
eraging 10 inches, 80/20 selection, 
and while more available at this fig- 
ure, other shippers have asked up to 
28Yc for this size and 35c for 10 
inches up, averaging 11 inches. Buy- 
ers’ views now for the smaller sizes 
around 23c. 

Some alum tanned water snakes 
sold for 30-day shipment, 3 inches 
up, averaging 344 inches, 70/30 
selection, at llc. However, there are 
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for producing... 


BETTER LEATHERS 
MORE ECONOMICALLY 


EXTRACTS 
PANCREATIC BATES © FILLERS 

SOLE LEATHER FINISHES 
TANNER’S SUGAR e TANNER’S LIME 
CHEMICALS 





some fair sized quantities of water 
snakes on spot without interesting 
buyers. 

Brazil market slow. Back cut tejus 
could be sold but the season is over 
and no offers received. Giboias and 


chameleons not wanted. Occasional 
sales of alligators but usually asking 
prices too high. Ring lizards slow 
and nominal as buyers and sellers 
apart in their ideas. 


Deerskins Drag 


Not much interest even at some 
lower prices. This is particularly 
true of Brazil “jacks.” 

Para “jacks” held at 60c fob. and 
Maranhao “jacks” at 6lc fob., basis 
importers. Buyers’ views around 59- 
60c, basis manufacturers or landed. 
Siam deerskins offered at 631-65c 
c&f., but best bids are not over 58c 
c&f. 

Some New Zealand skins sold at 
72c c&f. Although buyers are show- 
ing but little interest in the raw stock 
offerings, it is understood that deer 
leather continues to have a good sale 
to the glove trade. 


Pigskins Poor 


Buyers out of the market except 
for an occasional lot on spot or in 





Vv 


We invite your inquiries and permission to 
prove better yields with LINCO PRODUCTS 


L. H. LINCOLN & SON, INC. 


_ COUDERSPORT, PENNA. 
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the pickle. For shipment, they show 
no interest and except for dealers, 
who try to keep their shippers satis- 
fied, it is difficult to obtain bids. Al- 
though sellers have been making 
more offerings and soliciting bids, 
they are not quite ready to reduce 
asking prices to some of the indica- 
tions that have been expressed in the 
market. 

Chaco carpinchos holding fairly 
firm as Europe is operating and 
keeping the market up. Occasionally 
an odd lot of Chaco grey peccaries 
will sell but usually asking prices 
are out of line with buyers’ views 
here. 


Goatskin Prices 


Last 
INDIA & PAKISTAN Today Month 
Amritsars (1200 lbs.) ...$8%4-8% $8%4-8% 
WOME WORBER: ove cvcsascse's Nom. Nom, 
Mozufferpores ........... Nom. Nom. 
NO aie ctaeavs aes Nom. Nom. 
BENE ee oduhccscckstecees Nom. Nom. 
Calcutta Kills .....ccccee $7.00 $9.75 
Coconadas (1.70/1.80 Ibs.) $9.00 $9.75 
Deccans (1.70/1.80 Ibs.) ..$9-9% $9.75 
CHINAS 
Szechuans, Ibs. .......... Nom. Nom. 
TEARROOE, THB. a cccccssess Nom. Nom. 
Chowchings, dz. ......... Nom. Nom. 
MOCHAS 
RE Seas v0 905070060 <e Nom. $9.62 '% 
FROGUGBNS voc cv ceccsecces Nom. Nom, 
SE Win eneansekewhane an $11.00 $11.37% 
Bee CD ik x Aia.o von cd 08 $9.60 $10.10 
Addis-ababas ............ Nom. Nom. 
AFRICANS 
MEME Sh ne sh ne 06 v0.66. 00 dee eee Nom. 
Casablancas ...........4. Nom. Nom. 
WEE Shine Senesbaectes Nom. Nom. 
Constantines ............. Nom. $10.00 
STS: Saks baa wevins basse See Nom. 
WRN cde divcsecccecs Nom. Nom. 
West Province Ex. Lts. .. 48¢ 48-49c 
Port Elizabeth Ex. Lts. .. 46c 46-47c 
Nigerians, Ibs. . « -$1.02-05 $1.05 
Mombasas, dz. ........+. $9.85-11 $10-10% 
LATIN AMERICANS 
Mexicans 
Matanzas, etc. (flat) .... Nom. Nom. 
CE <5 cs ye'sn ch ps-cevede Nom. Nom. 
Venezuelans 
Barquisimetos ........... 46c. 47c 
IGE nce hayeoedvcncccee’s 45-45 4c 47¢ 
err rere 36c Nom 
Bi CUAPERD oc ci ccdceccs Nom. Nom. 
Colombians 
Rio Haches .......-...+. Nom. Nom. 
BED. sabe addeecdcces Nom. Nom. 
West Indies 
5 POPE ES eT TET eT Nom. Nom. 
SURI. <c ccle cbnissonvecces 48c 45-46c 
San Domingos .......... 35'4e Nom. 
Brazils 
ME oes sabaseSess cape ee Tic 7T4c 
Permambucos ..........06 T4c 74-75e 
NOG 6 sb Kc ceric ccceceees T4e Nom. 
Argentines 
Cordobas/Santiagos ...... 60c 50c 
POG ccc ccvadssvccsece Nom. Nom. 
Peruvians 
EE onc 6 Gabadesoves ene 44c 44c 
APFOCUONSS 20s ccccccceces 43c Nom. 
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® Gerald McAllister has become as- 
sociated with Century Wood Heel 
Corp. of Los Angeles, where he will be 
in charge of design and production. 
McAllister operated his own wood heel 
firm for the past 11 years before join- 
ing Century, which purchased his 
equipment and machinery. 


@ James H. Reed, Jr., was recently 
honored at a dinner on the occasion 
of his retirement from Besse, Osborn 
& Odell, Inc., Boston sheep leather 
tanner. Reed was associated with the 
firm for the past 42 years. 


®@ P. E. Petty, vice president and a 
director of Swift & Co., has been ap- 
pointed to take over the former duties 
of Nathan B. Swift, killed in a re- 
cent automobile accident. In addition 
to his new duties supervising pork op- 
erations, Petty will continue in charge 
of export business. Porter M. Jarvis, 
executive vice president and director, 
will take over Petty’s other duties in 
charge of industrial and public rela- 
tions and agricultural research. 


® David Davis has joined Narjos 
Shoe Co., Inc., of Somerville, Mass., 
where he will assist Joseph B. Smith, 
president of the firm. A veteran of 
the shoe industry, Davis was recently 
a buyer for Saksplan, Inc. He first 
joined its predecessor, M. J. Saks Shoe 
Corp., in 1938. 


@ James D. Willson has been named 
assistant treasurer of Brown Co., Ber- 
lin, N. H., manufacturer of shoe in- 
nersoles, and its Canadian subsidiary, 
Brown Corp. He is a member of the 
National Association of Cost Account- 
ants and the American Institute of 
Accountants. 


® Sidney Brown has been appointed 
sales representative for Kanlan Prod- 
ucts & Textiles, Inc., of New York. 
Brown will handle the firm’s line of 
shoe fabrics in Ohio. 


® Daytimer Shoe Co., Boston shoe 
wholesaler, has appointed Carl C, 
Seltzer as merchandising manager 
and Samuel §. Goldman as sales 
manager. Both were formerly assist- 
ants to Clarence N. Jacobson, presi- 
dent of the firm. 


August 22, 1953 


@ Allan Shore has been named mer- 
chandise manager of the industrial 
fabrics, draperies and government con- 
tracts departments at Robbins Mills, 
Inc., New York rayon fabrics man- 
ager. Former sales manager Harry 
Scott is now head of the industrial 
fabrics department. 


® William C. Jordan has resigned 
as controller of Weber Shoe Co., Inc., 
Tipton, Mo., manufacturer of chil- 
dren’s shoes. Jordan was associated 
with Wesseling, Jordan Shoe Co., Inc., 
before its merger with Weber Shoe. 
He is joining Delta Match Co, of New 


Orleans, La., as controller. 


® Louis Kleven of Klev-Bro Shoe 
Co., Derry, N. H., was a member of 


Yolml OM 2/7, Aa aeN 10) 4) 


the committee which arranged the 
now-famed Welcome Home and 
Jimmy Fund Dinner for Red Soxer 
Ted Williams Aug. 17 at the Hotel 
Statler in Boston. Kleven has been 
associated actively with the Jimmy 
Fund campaign for several years. 


© G. Henry Bixby of W. E. Bixby 
Co., ‘Haverhill, recently returned home 
after a two-months tour of Europe 
where he visited various shoe centers 
and studied conditions abroad. 


® Both Harold M. Florsheim and 
Irving S. Florsheim, now directors 
of International Shoe Co., which pur- 
chased Florsheim Shoe Co. several 
months ago, are reported to have each 
purchased 1,000 shares of International 
stock in July. 

® William F. Collett, manager of 
the Marlboro, Mass., office of United 
Shoe Machinery Corp., will be hon- 
ored Aug. 27 at the Marlboro Country 
Club when friends and associates con- 
vene at a testimonial dinner on the 
occasion of his retirement from the 
company. Collett has been with 
USMC for the past 50 years. 
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News Quicks 


About people and happenings ceast to coast 





California 


® Sbicca of California has pur- 
chased land adjoining its plants in Los 
Angeles for $10,000 and will erect a 
two-story brick building on the site at 
a cost of $25,000. The firm has also 
licensed Adnam & Pockley Pty., 
Led. of Sydney, Australia, to manu- 
facture the Sbicca line of wedges and 
flats. 


® Schedules filed in the bankruptcy 
matter of Mitchell Shoe Co., Inc., 
Biddeford manufacturer of women’s 
shoes, list liabilities of $323,737 and 
assets of $47,175. 


Massachusetts 


® Frank Braga, owner and operator 
of Braga Shoe Mfg. Co. of Hudson 
reports he has purchased a one-story 
building in the town where he will 
shortly open a factory outlet shoe 
store. The store will carry Braga’s 
own lines of men’s, women’s and chil- 


dren’s shoes. 


® Ground-breaking ceremonies for 
the new locker room and office build- 
ing of the Hartnett Division of Col- 
onial Tanning Co. were held Aug. 7 
in Ayer by civic officials and tannery 
personnel. The ceremony signaled be- 
ginning of a new expansion program 
by the firm, according to Kivie Kap- 


lan, executive vice president and gen- 
eral manager of the firm, who said that 
plans call for continued growth of the 
company in Ayer. 

® Referee has granted Sherman 
Footwear Co., Marlboro shoe manu- 
facturer, an extension to Sept. 1 to 
make necessary deposits in connection 
with the company’s amended Chapter 
XI plan. A majority of creditors have 
voted to accept the firm’s 15 percent 
offer. Application for confirmation is 
set for Sept. 2 and hearing on con- 
firmation will be held Sept. 3. 


® Apt Shoe Mfg. Co. of Boston will 
use travel poster backgrounds for an 
advertising campaign featuring the 
theme “Aptitude Shoes Are Perfect 
For Every Year.” Its agency, Friend- 
Reiss-McGlone, has scheduled large 
ads in leading magazines. 


® Richard Shriner, president of 
French, Shriner & Urner Mfg. Co., 
Boston men’s shoe manufacturer, has 
announced appointment of Henry A. 
Loudon Advertising, Inc. of Boston to 
handle the firm’s advertising, effec- 
tive Sept.1. 

@ Jj. Settino & Co., Inc., Boston shoe 
fabrics firm, has been appointed exclu- 
sive distributor to the shoe trade for 
Robaix, Inc., New York shoe fabrics 
manufacturer. The Robaix line in- 
cludes silk prints, shantungs, rayons, 
imported cottons and specialty linens. 


® Boston Fabrics Corp. has moved 
to new and larger quarters at 111 Lin- 


coln St. in Boston. Telephone is 
Liberty 2-8624 or Liberty 2-6160. 


® Involuntary petition in bankruptcy 
has been filed against Atlantic Hand- 
bags, Inc., Boston handbags manufac- 
turer, it is reported. 


® Maxwell Shoe Co. of Boston has 
moved from 186 Lincoln St. to larger 
quarters in Room 222 at 179 Lincoln 
St. The firm’s telephone — HAncock 
6-5414 — remains unchanged. The 
firm, which sells shoes at wholesale, 
was organized in late 1949 by Max- 
well Blum. Max Serman, formerly 
resident buyer for National Depart- 
ment Stores, is also associated with the 
firm, which sells primarily to depart- 
ment stores, basements and chain 
stores. 


New Hampshire 


@ Members of Local 128 A, United 
Shoe Workers of America, CIO, have 
rejected a management proposal at the 
International Shoe Co. plant in 
Nashua. Workers claim the offer 
would cut rates for piece workers al- 
though it holds promise of steadier 
employment. Both union and com- 
pany officials said the offer had not 
been intended, however, as a wage cut- 
back. Management asked workers to 
agree to work on a lower grade of 
shoes to fill in slack periods. Workers 
have been averaging about four work- 
days per week since April. 


® Employment in New Hamp- 
shire’s shoe manufacturing industry 
made a “significant gain” between 
May 1 and June 1, according to the 
latest report issued by the State Divi- 
sion of Employment Security. There 
was an increase of 450 workers in the 
shoe industry and the seasonal slow- 
down came to an end. 
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New Jersey 


® Cora Footwear is the name of a 
new firm organized in Clifton to make 
women’s slippers. Owner and opera- 
tor is Joseph Cora. 


New York 


@ National Shoe Stores, New York 
chain, will increase its fall advertising 
appropriation by 25 percent over last 
‘year’s budget. Theme of new copy be- 
ing made up for all media by Emil 
Mogul Co., Inc., is “A Honey For 
The Money.” 


® Bowcraft Co., Inc., New York 
maker of shoe trimmings, recently 


moved from 1181 Broadway to new 
quarters at 6 West 32nd St. 


® Coronet Footwear, Inc., has been 


eee 
organized by Meyer Goldman to man- | SAVE UP TO GO’ 


ufacture footwear at 11 East 17th St. 


® Concord Shoe Corp. has been or- - ON THE COST OF 


ganized to manufacture shoes at 7 


Great Jones St., New York City. The | . VEGETABLE TANNING 


firm has been authorized to issue 200 


shares of stock with no par value. MATERIALS ! 


@ John Flautt Shoe Co., Inc., Lynn 
men’s shoe manufacturer, has already 
opened its new sales offices at 514 Mar- 
bridge Bldg. in New York City. 


® Beleganti, Inc., women’s high 

style shoe manufacturer, has moved 

from its former location at 180 Fourth ‘ : ee 
Ave. to 141 Spencer St. in Brooklyn. == = —_ abe ta 


@ Sale at public auction of assets of hides without eomnitivia “3 
Foremost Products Co., New York REE Sas in. it: om eat 2: 
slipper manufacturer, is reported to Here's your copy of Bul- Bre . gs i 

ppe po : . quickly and uniformly and can be 
have brought a total of $2,830. letin No. 116. Write for . cone 

it today! used in concentrated solutions. 

° Assets of Fred H. Lowenstein, Maratan can be used to supply up to a 25 or 30 degree of tannage. 
Inc., New York leather wholesaler, Higher tannages are obtained by using vegetable tans in conjunc- 
are reported sold by assignee. tion with Maratan. The suggested percentages of tannin to be sup- 
® Referee has confirmed settlement plied by Maratan and by vegetable tans for various types of leather 
offer of 25 percent in Chapter XI case are given below (based on supplying a 25 degree of tannage with 
of Lou Ash Handbags, Inc., New Maratan): 
York handbag manufacturer. Under 
the plan, creditors will receive 12 and 
one-half percent in one month, five 
percent in four months, another five 
percent in eight months, and the bal- 
ance of two and one-half percent in 
12 months. 


® Sale of assets of Chalmers Haad- 
bags, Inc., New York City handbag 
manufacturer, is reported to have 
brought $3,200. 


® Wisner Leather Goods Co., Inc., 
has leased loft space at 68 Wisner Ave., 


Newburgh, Eli Sidrer, president of the | MARATHON CORPORATION 


firm, says it will manufacture an ex- 
pensive line of luggage, brief cases CHEMICAL DIVISION 


and other leather products, ROTHSCHILD « WISCONSIN 
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Tennessee 


® Acme Boot Mfg. Co. reports pro- 
duction at its new Ashland City plant 
has reached over 500 pairs per day. 
Production goal is 2,500 pairs daily. 
About 250 persons are now employed 
at the Ashland City plant which was 
first opened on June 15. Acme head- 
quarters are located at Clarkesville. 


® Culver Mfg. Co., Inc., of Erin 
has opened a new sales office in Los 
Angeles, Cal., which will coordinate 
West Coast sales of Culver’s infants’ 
and children’s shoes. New office is lo- 
cated at Room 916 of the Hass Bldg., 
219 West 7th St. Phone is NOrma 
2-3649. 


Texas 


® Callis-Wilkes Shoe Co. will 
shortly open for the manufacture of 
infants’ shoes, sandals and soft-soled 
moccasins in Mexia. The new firm, 
organized by D. H. Callis and Tom 
Wilkes, will employ some 75 people 
when operations begin about Sept. 1. 
Callis was employed by General Shoe 
Corp. for 21 years and was superin- 
tendent of the Vaisey-Bristol Shoe Co. 
plant in Puerto Rico. Wilkes was as- 
sociated with his father in the leather 
business at Nocona and Wichita Falls. 





Canadian 
Notes 





® Assets of Toronto Slipper Mfg. 
Co., Ltd., Toronto, Ont., slipper man- 
ufacturer, have been sold by trustee, 
it is reported. Total sum brought in 
by sale has not been disclosed. 


® The first shipment of Canadian- 
made pentaerythritol left this week in 
tonnage quantities from the Varennes, 
Quebec, plant of St, Maurice Chemi- 
cals, Ltd., jointly owned by Heyden 
Chemical Corp., and Shawnigan 
Chemicals, Ltd., subsidiary of Shaw- 
nigan Water and Power Co. The new 
St. Maurice plant has a capacity for 
30 million pounds of formaldehyde 
and three million pounds of pentae- 
rythritol. 


© Department stores sales across 
the nation recorded a decline of 2.1% 
in dollar volume for women’s, misses’, 
and children’s shoes in June compared 
with last year. Sales increased 2.3% 
for the first six months of 1953 over 
1952, with such stocks rising 18.9% 


in value at end of the first half year 
compared with a year ago. Sales of 
men’s and boys’ shoes declined 6.3% 
in June and 1.1% in the first half of 
the year compared with last year, 
though the value of such stocks in- 
creased 28.7% at the end of the first 
half. 


® Federal Dye & Chemical Co., 
Montreal, Que., discharge from bank- 
ruptcy has been suspended for six 
months by order of the court, accord- 
ing to notice filed in Ottawa. 


© Wholesale sales of footwear 
across the nation declined 3.2% in 
dollar volume during June compared 
with same month a year ago but the 
value of such footwear dealers’ inven- 
tories increased 13.4% in this period. 


® Another new sales record was es- 
tablished by Agnew-Surpass Shoe 
Stores, Ltd., in the fiscal year ended 
May 31, reports Roy Karn, president. 
Net profit for the year was listed at 
$492,396 compared to $422,940 a 
year ago. The net per common share 
was $1.18 compared to a net of $1.05 
common the year previous. Net sales 
amounted to $11,329,431 for the year 
compared to $10,557,455 for the year 
ending May 31, 1952. 





... but when winter comes 
dry air will return to cause 
trouble in your plant. Will you 
be ready for it with adequate 
humidification ? 
Now is the time for decision. Next 
winter will be too late to conven- 
: iently install dependable, low cost, 
automatic Armstrong steam humidifiers. 
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U. S. HIDES 


(Continued from Page 8) 


98,518 of 105,278 wet kipskins went 
to the Land of the Rising Sun. 

By the time of the most recent 
OIT report, issued in mid-July, the 
industry was buzzing with specula- 
tion of what was happening to U. S. 
hides after they reached Japan. Gov- 
ernment officials, presumably as much 
in the dark as U. S. industry execu- 
tives, hazarded two guesses. One was 
that the Nipponese were using the 
hides to build up their own tanning 
industry. A second pointed to the 
rapid rebuilding of the Japanese 
military machine (sanctioned by the 
U. S.), said the hides were needed 
to make leather for military shoes 
and other supplies. 

A third guess, even more “un- 
official” but supported by many of 
the industry observers, felt the 
Japanese were biting off far more 
hides than they could possibly use. 
This group, making itself felt in re- 
cent weeks, claimed that Japan was 
re-exporting either the raw hides and 
skins or finished leather to Com- 
munist China, once a good customer 
of Japan. The claims were given 
additional credence when top Japa- 
nese trade officials declared recently 


that Japan must resume trade with 
China, Red or no, if it were to regain 


prosperity. 


Pravda Report 


Some observers went even further. 
They said Japan was re-exporting 
the hides to Red China which, in 
turn, shipped them to Soviet Russia. 
As if to support this claim, Pravda, 
official Soviet Government newspaper, 
published a report that Russian con- 
sumers would get 36 million pairs of 
shoes more than they received in 
1950. Although the report did not 
specify how many of these would be 
of leather, Premier Georgi Malenkov 
last fall told the nineteenth party 
congress that Russian shoe produc- 
tion in 1952 would reach 250,000,- 
000 pairs of leather shoes and 125,- 
000,000 million of rubber. The ad- 
ditional 36,000,000 pairs would 
bring combined Russian production 
this year to well over 400,000,000 
pairs. 

Added fuel to the fire came early 
this month when Japanese tanners 
asked the Japanese Ministry of In- 
ternational Trade and Industry to 
allot another $7 million in foreign 
exchange for the purchase of 13,000 
tons of North American hides and 
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skins in the July-Sept. period. Tan- 
ners said rising demand for leather 
shoes made more rawstock vital. 

All in all, U.S. tanners and leather 
users have been making out a pretty 
good case for restriction of raw- 
stock exports to Japan. Now comes 
a report, given exclusively to 
LEATHER AND SHoes, that indicates 
all their fears are groundless. 

The report was sent to LEATHER 
AND SHOES by Taneo Miyazawa, one 
of Japan’s leading industrialists and 
president of the Meiji Tanning Co., 
Ltd., and Standard Shoe Co. of 
Tokyo. Active in Japanese politics, 
Miyazawa was a member of the Diet 


Non-lonic Cationic 


in L941 and was jailed by the Japa- 
nese war lords for opposing war 
with the U.S. He has long been an 
adherent of U. S. methods and a 
supporter of the West. Recently, he 
was again elected to the Japanese 
Diet. 

Miyazawa points out first that 
when China went Red, Japan lost its 
most prolific supplier of hides and 
skins. Before World War II, he says, 
most of Japan’s raw hides, of which 
she imports approximately 85  per- 
cent, came from the China mainland. 
When Mao’s armies defeated Chi- 
ang’s nationalist troops, Japan’s hide 
supplies were cut off almost imme- 
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diately. Her only alternative was to 
turn to the U, 5. 

Actually, says Miyazawa, Japan 
consumes all the leather she pro- 
duces. This was true in postwar 
times and still holds today. Last 
year, some 60,000 tons of hides and 
skins were tanned in Japan, of which 
only 12,000 came from domestic 
sources and the remaining 48,000 
tons from North and South Amer- 
ica, India and Europe. Before the 
war, these same hides would have 
come from China, 


Seldom Re-Exported 


“The imported hides and skins are 
tanned here together with domestic 
hides,” says Miyazawa, “and are 
seldom re-exported abroad in the 
form of raw material.” 

Miyazawa readily admits that 
Japan has upped her production of 
leather in the past two years. This is 
due mainly, he points out, to in- 
creased demand for shoes. As it is, 
there is not enough leather to go 
around and the greater majority of 
over 80 million Japanese people must 
do wthout leather footwear. 

“At present, only 10,000,000 pairs 
of leather shoes are consumed in 
Japan annually against 60,000,000 
pairs of rubber and canvas shoes. This 


means thai in Japan there is one pair 
of leather shoes per year for every 
eight persons whereas in the United 
States each person historically buys 
over three pairs per year.” 

Miyazawa stresses the Westerniza- 
tion of the Japanese people since the 
U. S. occupation as a leading cause 
of the growing demand for leather 
shoes. First the people turned to 
Western clothing styles which were 
quickly brought within reach of the 
average Japanese purse. Because of 
the high cost of leather shoes in Japan 
—$5.00 per pair for the very cheap- 
est and $12.00-$13.00 per pair for 
medium quality shoes—-the average 
Japanese consumer found them far 
above his personal means. However, 
the desire is there and once having 
been converted to Western styles, the 
Japanese are more and more de- 
manding that the cost of leather shoes 
be brought within their pocketbooks. 

“We, the industrialists of leather 
tanning and shoemaking, have thus 
been doing all we can to cut down 
the cost of leather products and meet 
the demands of the people,” states 
Miyazawa. 

Japan uses from 65-75 percent of 
its leather for the manufacture of 
shoes. All of these shoes are chan- 
neled into domestic markets. The 


remaining 25-35 percent of leather 
produced in Japan goes into the mak- 
ing of leather goods such as leather 
bags, brief cases and other personal 
items. Many of these are used for 
export. 


Curious Combination 


Because the cost of leather shoes 
is so high, it is not uncommon, 
even in Japan’s most modernized 
cities including Tokyo, to see the 
Nipponese walking down the street 
clad in Western suits or dresses and 
wearing simple canvas or rubber 
shoes. The poorer still wear the tra- 
ditional “Geta” or wooden clog. 

In conclusion, Miyazawa _ states 
that Japan has always been a large 
consumer of leather and today is 
more so than ever. Mainly respon- 
sible is the gradual improvement in 
living conditions with a consequent 
increase in personal incomes. As the 
average Japanese finds his lot im- 
proving, he turns more and more to 
American apparel. Chief among the 
latter is leather shoes. Thus the ris- 
ing demand for leather and conse- 
quently Japan’s heavy stress upon 
hide and skin imports. 


— END — 
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School of Leather end Tanning 
Technology 


' PRATT INSTITUTE 


185 WAVERLY AVE. BROOKLYN 5, NEW YORK 
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Here are seven new smart styles for men, all made by the new 
men's Compo Bonwelt cemented process of shoe manufacture. Left 
to right, first: A wingtip five-eyelet blucher with medallion tip, 
pinked and perfed vamp and quarter; Cambi-Soff color number 3095 
shown by Geilich Leather Co.—a Field & Flint shoe. Second, six- 
eyelet wing tip bal with medallion toe, pinked and perfed vamp and 
quarter; similar pinks and perfs on back stay; R. Neumann & Co.'s 
Burnt Cedar grain on calf—shoe by Field & Flint. Third, five-eyelet 
laced blucher oxford; whole vamp and quarter with imitation moc 
front; blue steel-colored Cambi-Soff leather by Geilich Leather Co. 
—Field & Flint shoe. Fourth, the style of this new five-eyelet oxford, 
imitation moc front Spring and Summer model, is enhanced by 


Northwestern Leather Co's. Tamarac new season shade. Fifth, all- 
over genuine white buck (deerskin) plain toe oxford; detailed saddle 
effect obtained by unusual pinkings and perforations; kiltie genuine 
buck (deerskin) tongue; leather by Garlin & Co.—shoe by Field & 
Flint. Sixth, a men's Compo Bonwe!t cemented Spring and Summer 
model for 1954 combines Garlin genuine white buck vamp with plain 
toe and quarter; Neumann ostrich grain on calf saddle; model heavily 
perfed—shoe by Field & Flint. Seventh, another new effect is 
obtained in two-toned men's Bonwelt cemented shoe for Spring 
and Summer 1954; Garlin genuine white buck vamp and quarter, 
saddle and back stay of Neumann's Burnt Cedar heavily pinked 
and perfed. 


TANNERS DRAMATIZE New SHOE PROCESS 


Q urstanpinc among the Leather 
Show’s features this past week were 
also displays by various tanners 
combining the new in shoes with the 
new in leather for Spring and Sum- 
mer 1954. Visitors to the Show were 
afforded their first opportunity to see 
advance men’s styles produced by 
the new Compo Bonwelt cemented 
shoemaking process. 

Styles, shown by tanners, were 
made up in a wide variety of indi- 
vidual leathers, including seasonal 


colors in genuine pigskin, a new 
men’s style note in casual and dressy 
casual types, genuine buckskin, simu- 
lated grains such as ostrich on calf, 
glove and dress tannages of cattle- 
hide leather, and kid. 

Advance 1954 styles were made 
especially by the Compo Bonwelt 
cemented process and designed to fit 
new season shoe trends. Tanners used 
them to focus interest on types, tan- 
nages and colors of leather they are 
promoting for the coming season. 


Leathers shown generally repre- 
sented tanners, latest special process 
developments or variations from 
regular processing in order to de- 
velop a leather best suited to the new 
process. Among the tanners who took 
part in the display were John R. 
Evans Co., of Camden, N. J.; North- 
western Leather Co. of Boston; R. 
Neumann & Co. of Hoboken, N. J.; 
Garlin & Co. of Boston; and Geilich 
Leather Co. of Taunton, Mass. 


Six more new styles on the new men's Compo Bonwelt cemented 
process of shoe manufacture. Left to right, first: A one-eyelet tie 
moccasin toe effect, heavily pinked and perfed; sand colored leather 
by Geilich Leather Co. Second, a one-eyelet tie; imitation moc front, 
pinked and perfed quarter in all-over Neumann's ostrich grain on 
calf, a new Spring and Summer leather. Third, genuine Jimmy pigskin 
by John R. Evans Co. enhances this new Compo Bonwelt men's ce- 
mented process of shoe manufacture in a Stone Tarlow model for 
Spring and Summer 1954; topline lacing and tasselled front treatment 
of genuine pigskin. Fourth, new moccasin front loafer treatment com- 
bines contrasting binding and new season colored leather; model 


shown is of Geilich Cambi-Soff color 3058; leather lacing across toe 
and leather tassel of same color; genuine leather laced topline—shoe 
by Stone Tarlow Co. Fifth, Brogandi “Politan (patented process) 
kip by John R. Evans in new Spring shades portends a possible new 
trend in men's lined dressy leisure footwear for Spring-Summer, 1954; 
new moccasin front treatment, leather laced topline and kid tassel 
combine to add interest and beauty to this advance season model. 
Sixth, Northwestern Leather Co.'s wine shade is utilized in new moc- 
casin front treatment with plain topline; leather laced toe with wine- 
colored tassel of genuine leather and leather soles. 











LAPE ADDRESS 
(Concluded from Page 10) 


must attract the finest type of labor 
available, but we can do so only if 
their earnings keep pace with other 
industries in general. 

Now let me digress from the shoe 
business a moment to suggest an- 
other thing we may all do, no matter 
what business we may be pursuing. 

We have had a change in the na- 
tional administration. On all sides 
we hear people ask “What is being 


done—what is being accomplished?” 


For twenty years we’ve had so many 
shots in the arm that we are begin- 
ning to expect a hypo every time 
there is a lull in business. Secretly 
I believe there are many many busi- 
nessmen who would like to see more 
inflation. It’s so good while it lasts 
and for the time being it solves our 
problems for us. 

It is high time that we all realized 
that our government is run mainly 
by politicians. However sincere their 
aims and purposes, they are depend- 
ent upon advice and counsel. 

One of the most serious problems 
facing us today is the reluctance of 
businessmen to assume their civic 
and political responsibilities. They 
will say, “I'll contribute money but 


I am too busy to take an active 
part.” 

Each of us can and should do his 
full share in helping to create a favor- 
able atmosphere in which our re- 
spective businesses can prosper. With 
an alert aggressive sales force backed 
up by an efficient organization, op- 
erating in a favorable economic at- 
mosphere, the shoe industry can face 
the future with confidence. 

After being on a twenty year drunk 
we must expect a few headaches. 
However, there are a few headaches 
the industry has brought upon itself. 
I agree with Mr. Wolf, Vice Presi- 
dent of Kaufmann’s Pittsburgh when 
he says, “The most important aid a 
manufacturer can provide to retailers 
is a product that will sell at a markup 
adequate to carry the expenses of 
distribution we encounter today. To 
meet this objective, many of the 
costly aids that are becoming cus- 
tomary in trade practice should be 
eliminated or curtailed . . . none of 
these aids is ‘free’ to anybody.” 

A thorough analysis of advertising 
budgets should be made. Advertising 
is the life-blood of our industry but 
there is an appalling waste. Many 
abuses are perpetrated under the 
guise of cooperative advertising. So- 
called 50/50 cooperative advertising 


is not 50/50. The retailer’s costs are 
based on retail sales whereas the 
manufacturer’s costs are based on 
wholesale selling prices. I am a firm 
believer in cooperative advertising 
but it must be realistic, fair and 
equitable. The manufacturer can- 
not continue to carry an increasing 
share of the retailer's promotional 
responsibility and at the same time 
hope to thrive on a decreasing margin 
of profit. 

In a study made by Dr. Simon 
Kuznets of Research Institute, it is 
estimated that in a recession the top 
5% of the population in the highest 
income group may account for as 
much as 20% to 25% of disposable 
income. If taxes are lowered, this 
percentage could increase substan- 
tially. Manufacturers and retailers 
alike should gear their advertising to 
insure better coverage of the upper 
income group. 

Every thought—every effort must 
be directed toward the elevation of 
our industry. Too many department 
stores are leasing their shoe depart- 
ments—too many shoe store owners 
are finding it necessary to sell or 
liquidate. The profit record of the 
shoe industry and the tanning indus- 
try in peace time is not a thing to be 
proud of. 





WARN ADDRESS 

(Concluded from Page 12) 
find a great improvement on the part 
of the retailers in placing their or- 
ders as far in advance as is reason- 
able. But we do believe there is great 
room for improvement on this prob- 
lem of delivery in the case of a great 
many manufacturers. This is not 
a true in the case of original 
orders, but also delays in fill-ins or 
re-buys. 

As an illustration, our headquar- 
ters office received many complaints 
from retailers all around the country 
following “The New In Shoes” Sea- 
sonal Opening on March | this year, 
to the effect that orders placed prior 
to and during the National Shoe Fair, 
which was held the latter part of Oc- 
tober, were not delivered in time for 
this Seasonal Opening. 

I am sure you will all realize what 
this means to the retailers, and in- 
directly to you manufacturers. It 
seems unreasonable that shoe manu- 
facturers are not able to produce 
shoes and deliver them within a pe- 
riod of four months or more. I can 
assure you gentlemen that this prob- 
lem of delivery is far more vital to 
the average retailer than you can 
realize. Anything you can do to live 
up to your delivery dates will be 


40 


time, effort and money well spent. 
More prompt and dependable de- 
liveries are essential to the welfare 
of the retail shoe business and surely 
will reflect upon the manufacturer 
in orders and size-ups. 

Again, I realize that the retailer 
must cooperate with you in his buy- 
ing, and I believe you are well aware 
that the National Shoe Retailers As- 
sociation is doing all in its power to 
bring this to the attention of its 
membership, but we do ask and sin- 
cerely hope to receive your full co- 
operation. It is vital to our industry. 

I believe if I were a manufacturer 
I would make every attempt to bring 
a closer coordination of my adver- 
tising and production departments. 
The consumer public is exposed to 
promotion at the national level on 
trends that you want to pre-sell. But 
when the millions of manufacturers’ 
dollars have been spent to establish 
these trends and ideas, and the re- 
tailer cannot show the very shoes for 
which the demand is created, you 
have lost your market. I have seen 
this happen for too many times in 
my experience. 

Many, many times have I, in my 
business, made every attempt to co- 
ordinate my local advertising with 
national advertising but found it im- 


LEATHER and SHOES 


possible because of late deliveries of 
the very styles for which the demand 
was so ably created in colorful and 
effective ads in national magazines. 

It would seem to me that the com- 
mon purpose of retailers and pro- 
ducers would be better served by our 
working together intelligently, rather 
than either branch of our industry 
taking the position that it alone 
possesses all the intelligence and all 
the virtue. 





RAW MATERIAL SITUATION 
(Concluded from Page 12) 

Both sheepskin and goatskin avail- 
ability will increase substantially in 
1953. During the first five months of 
1953 sheepskin imports increased 
53% over the previous year and sheep 
slaughter for the first seven months 
of 1953 increased 16% over the first 
seven months of 1952. Goatskin im- 
ports for the first five months of 1953 
were 14,804,000, as compared to 
9,236,000 for the same period in 
1952, an increase of 60%. 

In summary then, the large domes- 
tic increase in slaughter of cattle and 
calves plus substantial increases in 
the imports of sheep and goatskins 
should provide adequate raw material 
supplies to meet the shoe industry 
needs for the remainder of 1953. 
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CLASSIFIED ADVERTISING 











Wanted and For Sale 





Mchy. & Equip. Wanted 
‘NANT TO BUY machinery and equipment for 
complete upper leather tannery. 

FRANK JEROME, 


4020 Bandini Bivd., 
Los Angeles 23, California. 


Wanted 


WANTED: 5-6 ounce Horse or Cowhide pieces, 
large size preferred—-any quantity—red, green, 
biue, brown, yellow, etc. 
Central Mercantile Co., 
742 W. Taylor St., 
Chicago, Ill, 


Cash Buyers of All Grades of 


Animal Hair 


Horse and Cattle Tails 
Horse and Cattle Tail Hair 
Mane Hair — Hog Hair 
KAISER-REISMANN CORP. 
230 Java St., Brooklyn 22, N. Y. 
Telephone: EVergreen 9-1932-3 





SEDGWICK K. JOHNSON 


Leather Chemist and Tanner 
Research and Government Work a Specialty 


E-4 19 Pingry Place, Elizabeth 3, N. J. 
ELizabeth 3-7336 





Sewing Machine Wanted 


WANTED: Puritan Sewing Machine. 
Write to: Marck Zmurkiewicz, 


17 Lafayette Pi., 
Irvington 11, N. J. 


Blue Splits for Sale 


TRIMMED AND SORTED for weight and 
grade. Large quantities. Steady supply. Teil 
us what you are making and we will furnish 
a suitable selection. 

Address H-6, 

c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 





Close Out Sale 


HEAVY SOLE LEATHER BELLIES, imported, 
about 4 tons, as is. Very reasonable. 
Address H-12, 
c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 





Help Wanted 





Cutting Room Foreman 


CUTTING ROOM FOREMAN for old estab- 
lished company making men's top grade shoes. 
Must be thoroughly experienced in both hand 
and machine cutting. Capable of training new 
help. Write full details concerning experience, 
age, and references. Send photo if possible. 
All replies confidential. Address H-5, c/o 
a and Shoes, 20 Vesey St., New York 
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Rates 


Space in this department for display ad- 
vertisements is $5.00 per inch for each 
insertion except in the ‘‘Situations Wanted’’ 
column, where space costs $2.00 per inch 
for each insertion. 

Undisplayed advertisements cost $2.50 per 
inch for each insertion under ‘‘Help 
Wanted’”’ and ‘‘Special Notices”’ and $1.00 
per inch for each insertion under ‘‘Situa- 
tions Wanted.’’ 

Minimum space accepted: 1 inch. Copy 
must be in our hands not later than 
Monday morning for publication in the 
issue of the following Saturday. 
Advertisements with box numbers are 
strictly confidential and no information 
concerning them will be disclosed by the 
publisher. 


THE RUMPF PUBLISHING CO. 
300 W. Adams Si. Chicago 6 











Working Foreman Wanted 


FOR BELT AND PACKING DEPARTMENT 
in Midwest city. Established 17 years. Must 
be capable of making and servicing all types 
up to ten inch. Give full particulars regarding 
experience and salary desired. Address H-11, 
c/o Leather and Shoes, 300 W. Adams &t., 
Chicago 6, Ill. 


Representative Wanted 
WANTED: Representative for New York and 
the New England States to sell Leather Boot 
& Shoe Laces to jobbers and shoe manufac- 


turers. 
Address H-10, 
c/o Leather and Shoes, 
300 W. Adams S8t., 
Chicago 6, Ill. 


Cutting Room Foreman 


WANTED: Foreman capable of running cutting 
room on women’s shoes. Also with ability to 
instruct. 
Address U-2, 
c/o Leather and Shoes, 
10 High St., 
Boston 10, Mass. 





Situations Wanted 





New England Representation 


Do you need competent representation? Are 
you getting results in New England? If net, 
let me put your line over for you. I can place 
your product in practically any N. E. shoe 
factory. It must be a sound line backed by 
real people and I will add my own highly 
respected name to it. Apply Box V-8, 
c/o Leather and Shoes, 10 High St., Boston 10, 
Mass. 


Superintendent 


Shoe factory superintendent with good record 
seeks change. Knows al! shoemaking processes 
and is ready to show that he can improve qual- 
ity and production. Address Box V-1, c/o 
Leather and Shoes, 10 High St., Boston 10, 
Mass. 
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Stockfitting Foreman 


If you need a man to solve your stockfitting 
problems, I think I am the man you want 
Apply Box V-5, c/o Leather and Shoes, 10 
High St., Boston 10, Mass 


Superintendent 


A shoe factory man with exceptional ability 
desires new position. Knows all processes and 
stands ready to show he can improve produc 
tion. Apply Box V-7, c/o Leather and Shoes, 


10 High St., Boston 10, Mass. 


Stitching Room Foreman 


Experienced and capable stitching room man 
available at once. Best of references. If in- 
terested address Box V-6, c/o Leather and 
Shoes, 10 High St., Boston 10, Mass. 


Making Room Foreman 


Man of experience and ability seeks good posi- 
tion. Knows how to get the work done well 
and on time. Address Box V-4, c/o Leather 
and Shoes, 10 High St., Boston 10, Mass. 


Cutting Room Foreman 


Do you need a good cutting room foreman of 
proven ability? He knows leather and fabrics. 
Address Box V-3, c/o Leather and Shoes, 10 
High St., Boston 10, Mags. 


Roller-—Non Roller 


Steel or Brass Base 
Graceful lines Smooth metal work 


Fine finishes Formed tongues 


Gilt Bronze 
Nickel * Gunmetal « Colors 








Brazilian Leathers 
Ask 


Schlossinger & Cia. Ltda. 
Caixa Postal 917 
Sao Paulo, Brazil 




















SPECIAL MACHINERY FOR 
WELTING ¢o' 
RANDS 
HEELS 


THOMAS BOSTOCK & SONS 
BROCKTON, MASS. 

















Deaths 








Dwight F. Burnham 


. . » shoe machinery executive, died 
Aug. 15 in Lynn Hospital, Lynn, 
Mass., after a long illness: He had 
been a representative of the United 
Shoe Machinery Corp. sales depart- 
ment for the past 36 years. A native 
of Lynn, he served overseas in the 
Army during World War I and was 
a member of the Royal Arch Chapter 
and the Golden Fleece Lodge of the 


Masons. Surviving are his wife, Doris 
R.; and two brothers, Alanson and 
Minot. 


William R. MacGregor 


. . « 92, shoe manufacturer, died re- 
cently at Alexander Eastman Hospital 
in Derry, N. H., after a long illness. 
A leading shoe manufacturer in Ha- 
verhill, Mass., for many years, Mac- 
Gregor was well known throughout 


Index to Advertisers 


the New England trade. He retired 
several years ago. He leaves two 
daughters, a son and a brother. 


Charles E. Baker 


... 80, shoe manufacturing executive, 
died recently in Ottawa, Canada, after 
a short illness. Baker was well known 
in the Canadian boot and shoe manu- 
facturing industry for many years 
prior to his retirement in 1929. 
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This new product is a hot-melt spotting cement that’s easy to apply 
because it melts to a low viscosity. HOT-GRIP sets up quickly to a 
tough, permanent, but flexible bond. USE it. There’s none better! 


@FOR BONDING WOOD, STEEL and FIBRE SHANKS 
@FOR SPOTTING PLATFORMS TO SPLIT WOOD HEELS, ETC. < | 
@FOR TUCK SPOTTING and ATTACHING DUTCHMAN 





ST. LOUIS 15, MO 
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How to WALK AWAY 
with more SHOE BUSINESS 


the World-Famous 


reinforcing material 


There is only ONE Tufsta — the original non-woven, 
non-fray cotton base reinforcing material. 

It’s been standard of quality in the shoe industry 

for more than a quarter of a century. 

Though it’s been imitated, Tufsta has never had 
an equal when it comes to strengthening patterns 
where there may be weak spots — such as cut-outs, 
perforations or straps. It is easy to work with; 
eliminates breaks without adding bulkiness; 
is soft and pliable. Tufsta is a proven economy — 
pays for itself times over by saving factory “cripples” 
and rejects — and by adding greatly to the life 
and wear of the shoe. 

Tufsta comes in three weights and finishes. 
Finishes include plain, gum coated and hot iron. 
Would you like samples to compare? Write Respro 
Inc., 530 Wellington Avenue, Cranston 10, R. I. 


Manvfacturer of a complete Pi atid whit and OALLCMMAMLE 


line of quality Vamp, SP 
Quarter and Sock Linings 4 y ‘e/g bettttel, Zed, é 
for popular and medium MW ¢ 4 e 7 ft 


price shoes. 
TUFSTA DOUBLER . . . the original non- 
fray, non-woven plumper with many of the characteristics 
of genuine leather. It is water resistant, yet it “breathes”. 
Tufsta Doubler is readily molded to any shape, helps 
prevent stretching in pulling over; won't shrink; stitches 
countersink perfectly. Send for free samples. 











__-and with NOPCOLENES that means 


surface lubrication with controlled penetration 


\ ’] haling in the olden days of sailing schooners, 

small open rowboats, and hand harpoons 
was a hazardous affair. Men risked death to fill 
their ships with oil. Perfectly coordinated tim- 
ing and dual action on the part of boat crew 
and the harpooneer were needed for a “kill.” 


Today, in tanning, as in whaling, dual action 
and balanced performance are vital. Nopcolenes* 
provide excellent surface lubrication plus con- 
trolled penetration—a balanced performance that 
not only results in tight grain, good tensile 
strength and stitch tear, but permits the tanner 
to achieve whatever degree of temper, softness, 


hand, break, and stretch desired. 


You'll find these specifically developed Nop- 
colene fatliquors are readily soluble. Also, many 
of them are moisture-free, others contain not 
more than 6-7% moisture. This means consider- 
able savings to you in freight, handling, and 
storage. 


If you are not already using Nopcolenes, give 
them a trial. Send today for full details. 


FREE! This book gives up-to-the- 
minute data about Nopco's Nopco- 
lene* fatliquors and formulas for 
various leathers, Write for a copy. 


*T.M. Reg. U.S. Pat. Off. 


NOPCO 


Chemical Company, Harrison, N. J. 
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Branches: Boston - Chicago - Cedartown, Ga. - Richmond, Calif. 





